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NADA LISTS CAR SALES COST 


Hudson Safety Drive On 


Free Inspections| N; Needed Working Capital 
Now Available to Dealers 


Sparks 


Making the Loop 
Our Pulling Power 
New Form of Hitch-hiking 
Facts and Figures 
Hugh Bennett 


By 
Chris Sinsabaugh 


New York. 


EADED for the finals of 

Chevrolet’s soap box derby at 
Akron a week from Sunday, I’m 
going round Robin Hood's barn 
to get there. Which gives me a 
swell opportunity to spend a week 
in New York en route to the capi- 
tal of the rubber industry. And 
if I do say it myself as shouldn't, 
I have taken advantage of the 
opportunity to pull a few door 
bells in this big town on the 
banks of the Hudson, finding it 
still is decidedly automobile 
minded. 

On the way here I stopped off 
half an hour in Washington 
that’s our national capital, you 
know—just long enough to pass 
the time of day with our own 
Bill Ullman, back from his 8,500- 
mile trek to and from the West 
Coast, conducting a survey for 
ADN, and I must admit Bill made 
me puff out the old chest and 
swell with pride as to the reader 
interest of the Country in ADN 
when he told me of a couple of 
incidents that proved the paper’s 
wide distribution. 

To make my point clear permit 
me to call to your attention that 
while Ullman was enroute ADN 
published a picture of him and 
his Cadillac, which carried the 
D. C. tag No. 1000. There were 
three occasions when he pulled 
up in front of a Cadillac service 
station in the smaller cities, in the 
Far West where the proprietor 
came out and said: “You are 
Ullman, aren't you? I saw your 
picture in Automotive Daily 
News.” 

* + * 

STILL BRAGGING, there was 
the paragraph in the column of 
last Saturday, which announced 
the conductor would be here for 
a week, stopping at the Lexing- 
ton. It seems to me that half my 
contacts in New York must have 
read it, judging by the telephone 
calls. Just this morning a call 
came from the Lexington lobby, 
asking if I could spare a few 
minutes. Up came an elderly 
chap whom I didn’t know from 
Adam, who wanted to know if I 
was going to drive back to De- 
troit, and if so would I mind tak- 
ing him, because he thought he 
could get a job if he could get to}; 
Detroit. And he told me he had 
located me through the paragraph 





in the column. 
* * * 
WHILE HERE marking time 


for the advance on Akron I picked | 
up a first copy of the Automobile | 


(Continued on Page 16, Col. 4) 


Offered Owners 
By All Dealers 


Detroit, Aug. 2.— Prac- 
ticing safety as well as 
preaching it, the Hudson 
Motor Car Co., in August, is 


launching a nationwide cam- 
paign to aid owners in keeping 
their cars in a safe operating con- 
dition. Hudson dealers through- 


out the country are joining in the | 


campaign by offering free car 
inspections which will reveal 
weaknesses in the owners’ cars 
which render them unsafe for op- 
eration in the modern high speed 
traffic. 

Inspections of all cars, without 
regard to make or age, will en- 
tail no obligation on the part of 
the owner and recommended re- 
pairs or adjustments can be made 
by the owner himself or his fav- 


orite mechanic after the inspec- | 


tion is completed if he desires. 
In addition to the inspections the 
3, Col. 1) 


(Continued on Page 


32 Car-Truck Make 








At Federal 


Detroit, Aug. 2.—-Working cap- 
ital for dealers whose reserves 
have dwindled during the depres- 
sion years is now available in the 
form of Federal Reserve Bank} 
loans, according to W. K. Norris 
writing in the current National 
Automobile Dealers Assn. Bulle- 
tin. Norris, who is chairman of 
the Industrial Advisory Commit- 
tee of the Eighth Federal Reserve | 
District and president of McQuay- | 
Norris Manufacturing Co., out- 
lines the manner in which the} 
loans may be obtained. 

He says: 

“On June 19, 1934, Congress 
passed Section 13b of the Federal 
Reserve Act to meet the demand 
| for new supplies of credit for ‘the | 
medium sized man in industry | 
|}and in commerce.’ This law pro-| 
vides that the Federal Reserve | 
banks may co-operate with other 
banks and financing institutions 


|end of 








in making k loans to furnish ‘work- 


Reserve Bank 


ing capital to established indus- 
trial and commercial enterprises. 
In exceptional circumstances, 
when the other banks are unable 
to act, the Reserve banks may 
make the loans direct. 

“These loans may be made for 
maturities up to five years. They 
may be of practically any size. 
In fact, they range from $250 lent 
to a Texas cut glass manufacturer 
to the $6,000,000 furnished a De- 
troit automobile manufacturer. A 
sum approximating $280,000,000 
was made available in the Fed- 
eral Reserve System. Up to the 
last May loans totaling 
about $90,000,000 have been ap- 
proved, and the actual advances 
and commitments amounted to 
around $50,000,000. Incidentally, 
of this last sum nearly $12,000,000 
had been loaned to automobile 
and accessory manufacturers, and 
$340,000 in 33 loans to dealers. 


(Continued on Page 3, Col. 1) 


rs Draw Space 


For New York National Show Nov.2 


Hudson’s 6 Mos. 
Net of $560,977 


Best in 5 Years 


Detroit, Aug. 2.—Operations of 
the Hudson Motor Car Co. and its 
subsidiaries for the first six 
months of 1935 resulted in a con- 
solidated net profit of $560,977 
compared with a net loss of $618,- 
160 for the corresponding period 
of last year, the company an- 
nounced. This profit, which is 


the largest for any similar period | 


in the last five years, is after all 
charges, including reserve for de- 
preciation of $915,227, but before 
provision for Federal income 
taxes. 

For the three months ended 
June 30, consolidated net profit 
amounted to $325,367 after all 
charges, including reserve for de- 
preciation of $450,476, but before 
Federal income taxes. This com- 


pares with $184,685 for the second | || 


quarter of 1934. 


Commenting upon the improve- 
ment in the company’s financial 


| position, A. E. Barit, vice-presi- 
| dent and general 


manager, 
nounced that working capital had 
increased more than _ $8,400,000 
since the end of last year, includ- 


(Continued on Page 22, Col. 5) 


| Detroit, Aug. 


an- | 


9 


2. binthintien’ | 
| for space at the New York Auto- 
mobile Show, which opens in No- 
vember, by 28 makes of passenger 
cars, were heavily in excess of 
available space, as reported at the 
drawing held by the Automobile 
Manufacturers Assn. here today. | 

The show committee, however, 
re-arranged the spaces so that all 
| the 32 makes of passenger cars 


(Continued on Page 4, Col. 1) 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 





1935 1934 
Pos. Make Pos. 
1—488,468 Ford 295,280— 
2—312,164 Chev. 268,746— 
3—213,057 Plym. 158,985— 
4— 96,923 Dodge 49,412— 
5— 80,440 Olds. 34,345— 
6— 75,124 Pont. 41,708— 
7— 40,488 Huds.* 33,657— 
8— 34,076 Buick 30,977— 
9— 24,052 Chrys. 13,054—10 
10— 21,076 Stude. 22,900— 9 
*Includes Terraplane. 

Total All Makes 
1,461,940 995,555 
Yomplete Six Months Pas- 
senger Car Tables on Pages 

20-21. 


owaarwen- 








\Court Approv es 
Production of 


More Willys Cars 


Toledo, O., Aug. 2.—Federal 
Judge George P. Hahn has au- 
thorized the manufacture of 10,000 
automobiles in the Willys-Over- 
land plant. 

A creditors’ committee and a 
bondholders’ committee had ap- 
proved the proposal to set the 
assembly line in motion again, but 
a minority group of creditors had 
filed objections. Judge Hahn 
ruled that the production and sale 
of the automobiles would hasten 
the liquidation and would provide 
work for 3,000 persons who other- 
wise might be public charges. 

Production will start at the To- 
ledo plant in November or Decem- 
ber and will continue for about 
half the winter. 

The order, company officials 
said, will mean employment of 
approximately 3,000 men for about 
six months. 

As soon as word was flashed 
to Toledo from the resort at Har- 
bor Springs, Mich., where Judge 
Hahn, on vacation, signed the 
order, Willys- Overland officials 
prepared to place orders for ma- 
terials to start the new production 
program, 


> __ Gross Margin Seen 
$171.19; Dealers’ 
|Outlay $185.95 


r reliminary Fig igures Show 
$14.76 Loss on Each 
New Car Sold 


Detroit, Aug. 2.—Average 
cost of selling a new car, 
counting in all the addi- 
tional factors such as used 


cars, commissions, salaries 
rents, taxes, depreciation and so 
forth is $185.95 according to pre- 
liminary reports on a _ national 
survey of dealer operations being 
conducted by the National Auto- 
mobile Dealers Assn., released this 
week. Combining the cost of new 
and used cars handled and de- 
ducting this from the combined 
selling prices of these same 
models the reports shows that the 
dealer gross profit is $171.19 per 
new car leaving the dealer a net 
loss of $14.76 per new car sold. 

These reports, representing as 
they do, approximately 1 per cent 
of the entire dealer body must of 
necessity, be considered prelimin- 
ary, but since the reports are 
from widely scattered sections it 
is felt that more complete returns 
will not greatly change the pic- 
ture, 

An interesting fact brought out 
in the survey is that the gross 
profit per new car, which is ar- 
rived at by subtracting the pur- 
chase price of new and used cars 
from the combined selling price 
and dividing the remainder by 

(Continued on rage 18, Col. 1) 


Chicago C A ati 


ar ATA Meet 
October 14-15 


9 


2.— 


Chicago, Aus. —Chicago will 
be the scene and Oct. 14 to 15 the 
dates of the second annual con- 
vention of the American Truck- 
ing Assns., Inc., it was announced 
here today by Chester G. Moore, 
member of the convention com- 
mittee and chairman of the Cen- 
tral Motor Freight Assn. 

The choice of Chicago was made 
because of this city’s central lo- 
cation. It came as a surprise, 
however, because of the fact that 
last year’s conclave, the first held 
by the ATA, was staged here. 

Legislation looms up as a lead- 
ing topic for consideration, par- 
ticularly if the Eastman bill call- 
ing for further U. S. regulation 
of trucks and buses is passed be- 
fore convention time. The dele- 
gates in that event will discuss in 
detail the matter of operation un- 
der the new order. 

Although a good sized and rep- 
resentative attendance is looked 
for, it is not expected to equal 
the turnout of last year’s conven- 
tion, since the code then in effect 





was a major factor from the 
standpoint of drawing power. 








distributing pam- 
recognized 
and means 


company is 
phlets outlining the 
causes of accidents 
of avoiding them. 

It long has been recognized that 
the present day motor car as it 
leaves the factory is the world’s 
safest transportation medium. Ac- 
cident records prove that a heavy 
percentage of our motor fatalities 
and injuries are due directly to 
negligence on the part of the 
owner either in the manner in 
which he operates his car or the 
manner in which he maintains 
the factors which contribute to 
safety in the original design and 
construction of the car. 

The Hudson plan contemplates 
diminishing so far as_ possible 
this inherent negligence. From 
the maintenance standpoint the 
inspection is designed to reveal 
those faults in adjustment which 
most frequently contribute to ac- 
cidents. From this standpoint it 
is felt that even a reckless driver 
will be much less a hazard to 
other drivers if his car at least 
is in dependable condition. In 
the same way the careful driver 
will be enabled to save himself 
trouble if his car, too, is in per- 
fect condition. 

For this reason the Hudson 
safety inspection, while complete 
and painstaking, will be limited 
to those factors which contribute 
directly to the safe operation of 
the car. They are: 

Brakes: (a) Test equalization 
at all four wheels; (b) check 
brake pedal clearance; (c) test 
for condition of brake shoes; and 
(d) test for condition of brake 
drums. 

Steering: (a) Test front wheel 
bearings; (b) examine front wheel 
alignment; (c) check condition 
of front spring bushings; (d) in- 
spect front axle kingpins; (e) 
check Pittman (steering) arm for 
tightness on shaft; (f) adjust- 
ment of drag link. 

Motor: (a) Check carburetion; 
(b) check electric system; (c) 
check mechanical system in mo- 
tor. 

Wheels: (a) Check condition of 
all tires; (b) check for proper 
tire pressures; (c) check condi- 
tion of all wheels; (d) tighten all 
wheel bolts. 

Clutch: (a) Test pedal travel; 
(b) check clutch play; (c) test 
for tendency to grab or slip; (d) 
examine condition of pedal pad. 

Rear Axle: (a) Make driving 
test to check condition; (b) make 
braking test as check on rear 
axle; (c) examine housing for 
lubrication leak; (d) make rear 
axle test in all forward gears and 
reverse; (e) check for gear noise 
or rumble. 

Lighting: (a) Check all bulbs, 
headlamps, tail lamps, instrument 
panel; (b) test head lamp focus; 
(c) test head lamps for direction; 
(d) test head lamps for intensity; 
(e) check lights in bright, dim 
and parking positions. 

Signaling: (a) Test horn or 
horns; (b) with matched horns 
test for synchronization; (c) test 
stop light. 

Assuming that after the motorist 
has his car inspected, he has all 
recommended adjustments made, 
Hudson goes still farther in giv- 
ing him some pertinent hints on 
safe driving. These should prove 
of high value to the learner or 
supply a check for the _ ex- 
perienced operator. In a booklet 
entitled “It’s Better to be Safe 
Than Sorry.” Hudson outlines the 
fundamentals of safe driving. 


This booklet lists 16 questions 
and answers, 15 of which are re- 
produced herewith. Line drawings 
are used to illustrate the points 
raised by the questions and to 
give the driver a graphic idea of 
good and bad driving practice. 

The questions given in the Hud- 
son booklet are as follows: 

Question No. 1: Which requires 
the greater caution—a curve to 
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Miudson Launches August Safety Campaign 


Dealers Will Make Free 
Inspections of All Cars 


(Continued from Page 1) 


the right or a curve to the left 
and why? 


Answer: A left-hand or outside 
curve is more dangerous than a 
right-hand or inside curve. The 
| reason, of course, is that in turn- 


ing to the left, forces are operat- 
ing to pull your car toward the 
outside edge of the road, which is 
just a few inches from your 
wheels. On a right-hand or in- 
side curve, these same forces are 
pulling toward the inside of the 
road where there is plenty of safe 
room between you and the edge. 
This is the reason why experi- 
enced drivers always stay to the 
right when rounding a right-hand 
curve. 


Question No. 2: What is the 
safest way to handle your car on 
a highway curve? When do you 

use your 
brakes? When 
do you throw 
out the clutch? 
When do you 
accelerate? 
Answer: The 
time to use 
your brakes 
when taking a 
highway curve 
is before you 
enter the curve 
—not after you 
are actually turning. Slow down 
in advance to a speed below that 
at which you are sure you can 
safely make the turn. Then, as 
you enter the curve, start acceler- 
ating and accelerate gradually 
until you are clear around. That 
will keep your rear wheels push- 
ing the car and avoid sidesway 
and loss of control. 


Question No. 3: How should 
you steer your car in turning a 
corner, for the greatest safety to 

yourself and 

others? 
Answer: The 
safe way to turn 
a corner is to 
swing out from 
the curb before 
you actually 
make the turn. 
Then turn 
sharply, bringing your car quickly 
over near the curb on the street 
into which you have turned. 
Many drivers come up to a corner 
close to the curb and then when 
they start to turn it is necessary 
for them to pull out into the 
middle of the street which they 
are entering, which endangers 
both themselves and those in 
other cars coming toward them. 


Question No. 4: In rounding a 
curve at high speed is it better to 
hold the steering wheel steady or 
“jiggle” it? 

Answer: In taking a corner at 
high speed expert drivers make a 
practice of moving the steering 
wheel slowly back and forth from 
left to right and keep up this 
“jiggling” until they are around 
the curve. This, in effect, alter- 
nately eases and tightens the pull 
of the front wheels and makes it 
easier for the rear wheels to fol- 
low around. To do this properly, 
however, requires practice, and no 
driver should attempt to take 
turns at high speed until he or 
she has had plenty of practice at 
lower speeds. 


Question No. 5: 
(Continued on Page 21, 


In passing an- 
Coal, 1) 
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KNOW You Have a SAFE CAR 


Above is the poster to be used in all Hudson-Terraplane inspection 


stations during the current safety inspection drive. 


The poster out- 


lines the various checks which dealers must make in determining the 
condition of the car under inspection. 


Ciesla Production 
Continues at Capacity 


Flint, Mich., Aug. 2.—Michigan’s 
automotive industry can bank on 
sustained demand in the Middle 
West and West, for some time to 
come, according to word received 
in the Chevrolet Motor Co. cen- 
tral office here, from W. E. Hol- 
ler, vice-president and general 
sales manager of Chevrolet, who 
is on an extended trip studying 
business conditions. Holler, who 
is accompanied by M. E. Coyle, 
president and general manager of 
Chevrolet, reports that the pres- 
ent situation, and the prospects 
for the future, are such as to as- 
sure unusually high summer pro- 
duction of Chevrolet cars and 
trucks. 

Even since April, when he made 
his last visit to the coast, there 
has been marked improvement 
along several lines which go to 
make up the business picture. 
Holler said. In practically every 
section visited thus far, local in- 
dustries look better than they did 
in the spring. Farm crops in the 
Middle West, livestock in the 
Southwest, and the tourist busi- 
ness on the Pacific Coast, all are 
in healthier shape than for sev- 
eral years. The result is that the 
automobile demand is showing 
few signs of recessions such as 
are normally encountered _ in 
summer. 

The present trip has a dual ob- 
jective, Holler said—a study of 
market conditions bearing on 
automotive business, and a 
friendly contact with the dealer 
organization whose activities have 
played so important a part in the 
company’s business gains. 

The present trip, Holler said, 
will have an important bearing 
upon Chevrolet car and truck 


production in August. “While it 
is generally known,” he explained, 
“that automobile output sched- 
ules are not a matter of chance, 
it is doubtful if very many out- 
side of the automotive industry 
realize the painstaking study that 
goes into those projections—the 
minute scrutiny under which each 
section of the country must pass 
before our plans can be laid with 
any degree of accuracy. And ac- 
curacy is important, for mater- 
ials commitments must be made, 
production facilities provided, and 
all other necessary detail handled 
on the basis of what our study 
reveals.” 

Holler added that Chevrolet, 
notwithstanding the fact that its 
facilities for production are oper- 
ating at full capacity, has not yet 
caught up to the demand for cars. 

“July of this year,” he said, 
“will be the third biggest July 
in the history of the company, 
exceeded only in 1928 and 1929. 
We are, in fact, operating at a 
capacity basis in these summer 
months which in most years have 
brought a seasonal decline. The 
previous month, June, in which 
we built 115,000 units, was the 
third month of 1935 in which pro- 
duction exceeded 100,000. At the 
end of the first half of the year, 
we thus had had more 100,000- 
car months than we had in any 
one entire year since 1929.” 


Collections Up 


Tallahassee, Fla., Aug. 2.—Gaso- 
line tax collections for June totaled 
$1,300,209.50, as compared with $1,- 
198,091.84 for June, 1934, accord- 
ing to figures released by State 
Comptroller J. M. Lee. 


G. T. Christopher 
Heads Packard 


Manufacturing 


| Detroit, Aug. 2.—The appoint- 
ment of G. T. Christopher as vice- 
president in charge of manufac- 
turing of the Packard Motor Car 
|Co. was announced by Alvan 
| Macauley, president. He succeeds 
|E. F. Roberts, recently resigned 
after 32 years service with Pack- 
| ard, to retire from active work. 


| Christopher, well known auto- 
|mobile manufacturing executive 
for the last 17 years, had been 
assistant vice-president in charge 
of manufacturing for Packard 
during the past year, In his new 
position he will be in direct 
charge of all Packard manufac- 
turing. 

For several years before going 
to Packard Christopher had been 
in charge at different times of 
manufacturing for Oldsmobile, 
Pontiac and Buick. He is both 
a practical machinist, trained 
from an apprenticeship and a 
graduate mechanical engineer. 





ilies humid 


16 Changes in Field 


South Bend, Ind., Aug. 2.—Six- 
|teen changes in assignments of 
| Studebaker district truck manag- 
ers have been announced by 
| Charles H. Wondries, manager of 
truck sales, the Studebaker Corp. 
They are: 

H. O. DeBoer, district truck man- 
ager, Illinois, Iowa and Wisconsin, 
with headquarters at the South Bend 
branch; W. Vander Meulen, South 
Bend and portions of Memphis and 
Atlanta branches, headquarters at 
Louisville, Ky.; W. B. McQuaid, 
Michigan, Indiana and Ohio, head- 
quarters at South Bend branch; E. 
J. Frederick, district truck manager, 
St. Paul branch and some of the 
western territory, South Bend 
branch, headquarters at St. Paul; 
J. E. Schairer, district truck man- 
ager, Kansas City branch, headquart- 
ers at Kansas City. 

M. H. Sinnott, truck manager, por- 
tion of the Cleveland branch, head- 
quarters at Cleveland; Harry Kelley, 
territory in Cleveland and Philadel- 
phia branches, headquarters at the 
Autocar, Buffalo, N. Y. branch; J. 
Swanson, territory in the New York, 
Cleveland and Philadelphia branches, 
headquarters at New York branch; 
L. M. McWilliams, territory in Phil- 
adelphia branch, headquarters at 
Philadelphia; Leo N. Bates, district 
truck manager, Boston branch, head- 
quarters at Boston; E. S. Toles, dis- 
trict truck manager, Portland branch. 
headquarters at Portland; T. J. 
Johnston, former district truck man- 
ager at Los Angeles, succeeded by 
E. G. McMannamy, headquarters at 
Los Angeles. 

R. H. Spencer, zone manager, 
truck division for the Pacific Coast, 
headquarters at San Francisco; W. 
E. Conway, special representative, 
truck division, handling Autocar 
business, headquarters at the New 
York Autocar branch, and Jay Rath- 
bun, special representative, truck 
division, headquarters at the Atlanta 
branch. 





School Enjoined 


Washington, Aug. 2.—The Na- 
tional Electrical and Automotive 
School, Inc., of Los Angeles, Calif., 
has entered into a stipulation with 
the Federal trade commission to dis- 
continue misrepresenting its cor- 
respondence' courses. The school 
agrees to stop advertising directly 
or indirectly, that its salesmen do 
not sell correspondence courses and 
to discontinue implying that the 
salesmen represent industrial firms 
in selecting men for definite posi- 
tions. 





Roberts Named 

Clintonville, Wis., Aug. 2.—Chester 
J. Roberts, for six years manager 
of the industries and trade promotion 
divisions of the Milwaukee Assn. of 
Commerce, has been named assistant 
general manager, and Robert C., 
Geffs, assistant sales manager of the 
Four-Wheel Drive Auto Co. here. 
Geffs for over 12 years was con- 
nected with the White Co. and Dia- 
mond-T Car Co., Chicago, and the 
Highway Trailer Co., Edgerton, Wis. 
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Dealers May Borrow From Federal Reserve Banks 


Norris Outlines Method 
Of Securing Fund Benefits 


(Continued from Page 1) 


Certainly more dealers should be 
taking advantage of these facil- 
ities. 
Go to Banker 

“Now as to how to go about it! 
First go to your own banker and 
see whether he will not give you 
the accommodation you need. His 
reason for not lending to you 
might be unwillingness to tie up 
his funds for as long a time as 
you need them, or he may not 
have sufficient funds available. 
Then ask him if he would be 
willing to participate with the 
Federal Reserve Bank of the dis- 
trict in making a 13b loan. If he 
does not know all about it, ask 
him to inquire of the Federal 
Reserve Bank. The participation 
arrangements are very flexible. 
The Reserve bank will make a 
commitment to take over any 
part or all of an approved loan 
from the participating bank on 
demand, and besides thus fur- 
nishing liquidity, it will assume 
an agreed percentage of any loss 
not exceeding 80 per cent. It is 
really good business for the par- 
ticipating bank. 

But if the bank turns down 
your request, then make your ap- 
plication direct in person or by 


on all loan applications. Each 


borrower is thus dealing, in the | 
first instance, with fellow business | 


men who consider his problems 
from the business man’s stand- 
point. After this committee the 
Reserve bank’s Discount Commit- 
tee and officers pass final judg- 
ment, There is very little red 
tape and everything is settled in 
the Reserve bank, with no refer- 
ence to Washington. Procedure 
differs somewhat in the different 
Reserve banks, but, generally 
speaking, the entire process need 
not take more than, say, four 
weeks. Every case, no matter 
how small or how unusual, is 
given thorough and sympathetic 
consideration. Due attention is 
given to the element of moral 
risk and to the effect of the loan 
in promoting employment. 

“To sum up—if you have an 
established business, if you need 
working capital as contrasted 
with fixed capital like new build- 
ings—especially if you want to 
put more men to work—and if 
you have a fair chance of making 
money with the help of a 13b loan, 
then consult your banker and, if 
necessary, carry your case to the 
Reserve bank.” 


AC Wins 16 
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Sixteen Wilson safety banners were presented to department heads 
of AC Spark Plug Co. by C. E. Wilson, General Motors vice-president, 
in recognition of the outstanding safety record attained in the recent 


three months’ “no accident” campaign. 


(Left to right) Meredith 


Spear, AC safety director; George Mann, jr., director of industrial 


relations; Fred S. Kimmerling, 


president and general manager; 


Wilson; L. Clifford Goad, general manager of manufacturing, and 
Dr. Max Burnell, medical director. 


mail, to the Federal Reserve 
Bank of your district. Explain 
your needs fully and frankly. If 
you seem to be an eligible bor- 
rower, if what you want can be 
construed as working capital, if 
your past record is good, if there 
is a reasonable chance of your 
making money in the future with 
the help of this loan and of re- 
paying the advances within a rea- 
sonable time, and within the 
limit of five years, then you will 
make out a regular application 
form. The Reserve Bank will 
make a careful check-up. 


“After all necessary information 
is secured, the case will be re- 
ferred first to the Industrial Ad- 
visory Committee of business 
men. Under Section 13b such a 
committee of active business men, 
otherwise unconnected with the 
Federal Reserve banks, must pass 


Briggs & Stratton 

Milwaukee, Wis., Aug. 2.—Briggs 
& Stratton Corp., makers of automo- 
bile accessories and small gasoline 
engines, showed a net profit of $677,- 
000, or $2.25 a share for the first 
half of 1935. The report for the 
first quarter, issued last April, 
showed earnings of $357,000 after 
all charges, equal to $1.19 a share 
on the common. 





Dodge Dealers 
Continue Gains 


In Deliveries 


Detroit, Aug. 2.—Dodge dealers 
in the week ending July 27 deliv- 
ered 5,133 Dodge passenger cars 
and trucks and 2,612 Plymouths, 
or a total of 7,745 vehicles, as 
against 7,675 vehicles delivered in 
the preceding week. 

The week’s delivery volume of 
7,745 vehicles marked a gain of 
30.1 per cent over the delivery 
record for the corresponding 
week of 1934 in which deliveries 
amounted to 5,953 

Tabulations of all retail sales 
reported by Dodge dealers be- 
tween Jan. 1 and July 27 show a 
total of 222,690 domestic sales. Of 
that total, 148,075 were Dodge 
passenger cars and trucks, and 
74,615 were Plymouths. 


] 
Angell Named 

Muskegon, Mich., Aug. 2.—W. R. 
Angell, president of the Continental 
Motors Corp., has been named a new 
director of the recently organized 
Michigan State Chamber of Com- 
merce. Angell has been president 
of Continental for the past five 
years. 








New GM Safety Record 


3 





Jobbers to Fight 
For Open Market 


Chicago, Aug. 2.—With the de- 


‘|| parture of B. W. Ruark, general 


NE | tora j 


Alfred P. Sloan, jr., president of General Motors (left), and C. E. 
Wilson, vice-president, study the results of the No-Accident Campaign 


sponsored by Wilson during April, May and June. 


The accident toll 


was cut from 398 to 119, a reduction of 70 per cent in 26 GM plants 
throughout the country. 





High Speeds Eat Up Gas, 


Oil, AAA Tests Disclose 


} 40 


Washington, D. C., Aug. 2.- 
Driving an automobile at exces- 


sive speed consumes twice as much | 


gasoline and seven times more oil 
than does traveling at a moder- 
ate rate over the same distance, 
the American Automobile Assn. 
announced today in presenting 
figures supporting its campaign 
against fast driving on the na- 
tion’s highways. 

The latest drive of the national 
motoring body against speeding 
is designed to demonstrate to mo- 
torists that, even aside from the 
question of safety, driving at 
moderate speed will effect great 
economies in the cost of operat- 
ing the motor vehicle. 

Many Tests Made 

Tests as averaged by the 
U. S. Bureau of Standards to 
give typical performance, show 
that a car which gets 18 miles to 


a gallon at 30 miles an hour will | 


get 12.6 miles to the gallon at 60 
miles an hour and only 8.6 miles 
to the gallon at 80 miles an hour, 
or less than half of the mileage 
obtained at the slower rate. 

Following is the tabulation of 
the rates of gasoline consumption 
to varying speeds: 
10 miles per hour 


20 miles per hour... 
30 miles per hour 


..18.9 miles per gallon 


7 miles per gallon | 





18.0 miles per gallon | 


gallon 
gallon 
gallon 
gallon 
gallon 


miles per hour miles 
50 miles per hour miles 
miles per hour........ 12.6 miles 
miles per hour ) miles 
miler per 3 miles 


the largest 
cost of car 


per 
per 
per 
per 
per 


60 
70 
g0 

“Since gasoline is 
single factor in the 
operation,” the AAA statement 
continued, “the motorist can 
readily see the benefit of mode- 
rate speed, for it means a saving 
both of dollars and of human 
lives. 

Oil Consumption 

“Study of oil consumption at 
various speeds was made in a 
test conducted by the Contest 
Board of the American Automo- 
bile Assn. at the Indianapolis 
Speedway. This survey involved 
3 makes of automobiles, each of 
which ran 9,000 miles, lasted 24 
days and more than 600,000 calcu- 
lations and observations were 
made. Averaging the performance 
of all cars, it was found that 6.9 
times as much oil was consumed 
at 55 miles an hour than was 
used at 30 miles an hour. 

“The great strain placed on a 
vehicle by excessive speed results 
in greatly shortening its life. 
Engines, tires and steering mech- 
anism all are subect to unusual 
wear and tear when the driver is 
suffering from a speed complex.” 


Curtice Sponsors Safety 


ra 


~ - 
; 


Pleased with the improved safety record made by Buick factory 
personnel during the Wilson No-Accident Campaign in April, May 
and June, Harlow H. Curtice, president and general manager of the 
Buick Motor Co., has announced a new three months no-accident 


campaign among Buick departments. 


The new Harlow H. Curtice 


No-Accident campaign will cover August, September and October. 
(Above) C. E. Wilson, vice-president of General Motors Corp., pre- 


senting the seven safety banners awarded to Buick department heads. 
O. W. Young, general production superintendent; 


(Left to right) 


Wilson; E. H. Kramer, personnel director; Curtice, and C. T. Scannell, 
manufacturing manager. 


|manager, for a six-weeks’ swing 
| through the west, where he will 
|appear before numerous jobber 
meetings, announcement was 
made today at headquarters of 
the Motor and Equipment Whole- 
salers Assn. that one of the chief 
purposes of the meetings will be 
the unfolding of plans “to cause 
an open market to exist in the 
wholesale distribution of automo- 
tive supplies as pertaining both to 
the general public and to the vari- 
ous governmental agencies.” 


Scheduled for intensive discus- 
sion, it is stated, is a program of 
the association for classifying and 
grading manufacturers’ selling 
policies. 





Nearly every important jobbing 
center west of Omaha, Neb., will 
be covered by Ruark during his 
trip in a campaign for “profit pro- 
tection in jobber distribution.” 


Thirteen new members added to 
the MEWA include: 


John M. Hepfer Co., Parkers- 
burg, W. Va.; Page & Warner, 
Inc., Middletown, Conn.; Ayers 
Auto Supply Co. and Motor Parts 
& Bearings Co., St. Joseph, Mo.; 
King Auto Parts Co., Ridgewood, 
N. J.; Kirn Auto Parts Co., St. 
Louis, Mo.; Motor Parts Supply 
& Equipment Co, Beaumont, 
Tex.; Oklahoma City Hardware 
Co., Oklahoma City, Okla.; Walter 
Tips Co., Austin, Tex.; Oliver H. 
Van Horn Co., Inc., New Orleans, 
La.; W. A. Walbert Co., Sioux 
City, Iowa; Washington Supply 
Co., Washington, IIll., and Yakie 
Supply Co., Port Arthur, Tex. 


Va. Candidates Favor 
Regulation of Buses 


Richmond, Va., Aug. 2 (UTPS). 

The Railroad Employes and 
Taxpayers’ Assn., of which Archer 
A. Page, Richmond, is president, 
has queried all candidates for the 
general assembly concerning their 
views in regard to the regulation 
of buses and trucks through legis- 
lative action. 


A bulletin containing the can- 
didates’ replies has been mailed 
to all members of the association. 


Gordon B. Ambler, candidate 
for the Senate, declared he sees 
“no reason why the railroads 
should be heavily taxed and regu- 
lated and the bus lines not put in 
the same regulation.” 


Senator H. Montague said he 
“strongly favors” regulation of 
the use of state highways by 
trucks and buses. 

Senator Edward R. Fuller re- 
iterated his opinion that motor 
truck highway transportation 
should be subject to regulation. 


Former Senator Morgan R. 
Mills advised the association that, 
if he is elected, he will “support 
any plan that has for its object 
| the intelligent regulation of motor 
| transportation.” 


Dismiss Injunction 
Against Hupp Corp. 


Chicago, Aug. 2.—Injunction 
proceedings instituted last spring 
by A. M. Andrews, former chair- 
man of the Hupp Motor Car 
Corp., against the Assn. of Hupp 
Distributors were dismissed this 
week by Federal Judge John P. 
| Barnes here. The present board 
of directors had previously indi- 
cated their approval of the action 
just taken by Judge Barnes. 

As further evidence of existing 
harmony, S. L. Davis, president 
of Hupmobile Illinois Co., and 
head of the distributors’ associa- 
tion, made known today that W. 
B. Hurlburt, director of sales at 
the factory, has agreed to serve 
as a director of the distributors’ 
association. 
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32 Makers to Exhibit at New York Show Nov. 2-9 


1936 Commercial Car 
Models to _be Featured 





(Continued from Page 1) om 


and trucks will be given an on | 
portunity to exhibit their new 1936 
models. 

The show will open in the Grand 
Gentral Palace, New York, Nov. 
2, which is two months earlier 
than has been the practice in 
previous years, because of an 
agreement between executives of 
the industry and the President 
of the United States, which has 
for its purpose the stabilization 
of employment the year-round. It 
is hoped that the new plan will 
make possible greater productive 
activity during the winter months 
and a lower peak activity during 
the spring months. 

Because of the special effort 
that is being made to have ex- 
hibited at the forthcoming show 
precision machinery, demonstra- 
tion devices and so-called action 
exhibits, Alfred H. Swayne, ehair- 
man of the show committee, and 
vice-presidert of General Motors 
Corp., says the show will be more 
interesting than any previous af- 
fair, 

“We find that car owners and 
particularly women are just as 
anxious to know how a car is 
made as they are about how it 
looks when it is ready for de- 
livery,” said Swayne. “For that 
reason we are encouraging manu- 
facturers to include in their ex- 
hibits educational devices demon- 
strating the manufacture or 
operation of automotive equip- 
ment.” 

Passenger Car List 


Passenger cars to be exhibited 
at the show will include the fol- 
lowing makes: 

Auburn, Brewster, Buick, Cadil- 
lac, Chevrolet, Chrysler, De Soto, 
Dodge, Duesenberg, Graham, Hud- 
son, Hupmobile, LaSalle, LaFay- 
ette, Nash, Oldsmobile, Packard, 
Pierce-Arrow, Plymouth, Pontiac, 
Reo, Studebaker Terraplane, Wil- 
lys. 

In addition, space has been al- 


lotted to the following truck 
manufacturers: 
Chevrolet, Dodge, Reo, Willys. 


A newcomer among the pas- 
senger car exhibitors is Brewster 
Body Co., which will exhibit sev- 
eral of its custom made bodies on 
the chassis of foreign and domes- 
tic manufacturers. 

Besides Swayne, other members 
of the committee in charge of the 
arrangements for the forthcoming 
show are: Byron C. Foy, presi- 
dent, De Soto Motor Corp.; Paul 
G. Hoffman, president, Studebaker 
Corp.; and Alfred Reeves, man- 
ager. 


Sales, Ratti Reports 
Show Gain in Canada 


Montreal, Aug. 2.— The total 
number of cars, trucks and buses 
financed in Canada during June 
was 12,281 and the amount of 
financing of these vehicles was 
$4,955,638, the Dominion Bureau 
of Statistics reports. These fig- 
ures represent an increase of 22 
per cent in number and 16 per 
cent in dollar volume. 

The number of new 
financed was 3,862 in June, 5,288 
in May and 3,469 in June, 1934, 
while used vehicles numbered 8,- 
959, 9,448 and 7,023 for same three 
months. The amount of financing 
for new vehicles was $2,669,173 in 
June, $3,668,725 in May and $2,- 
469,198 in June last year, while 
the corresponding totals for used 
vehicles were $2,286,465, $2,478,268 
and $1,797,387. 

The total of new motor vehicles 
gobkd at retail in June was 11,637, 
of which 9,606 were passenger 
cars and 2,031 trucks and buses. 
The gain was 14 per cent over 
the 16,125 in 1934 and 78 per cent 
over the 6,512 sold in June, 1933. | 
The cumulative total for the first 
half of 1935 was 67,737 vehicles, | 


vehicles 





an increase of 33 per cent over 
1934 and 138 per cent over 1933. 
The retail value for this period, 
$67,129,095, showed corresponding 
increases of 28 per cent and 135 
per cent _Tespectively. 


U. S. Excise Tax 
Drops 10% from 
1934 Collections 


Washington, Aug. 2.—Federal 
revenue from automotive excise 
taxes amounted to $277,827,108 
jJuring the last fiscal year, ended 
June 30. This is a drop of about 
31,000,000, or ten per cent, from 
the $309,110,436 collected from 
similar sources during 1934. 

According to the American Pe- 
troleum Industries Committee, an 
analysis of Federal automotive 
revenues shows the decrease in 
receipts due to a $40,000,000 drop 
in gasoline tax collections, from 
which the bulk of Federal auto- 
motive excise revenue comes. 

Increases in collections from 
lubricating oil, trucks, automo- 
biles, motorcycles, inner tubes and 
from parts and accessories more 


than offset small decreases in 
pipe line and tire taxes, it is 
stated. 


The decrease in gasoline tax 
collections during the last 12 
months was found to be a result 
of a delay in collecting 1933 taxes. 
During January, February and 
March of 1934 heavy collections 
were made on taxes levied dur- 
ing the preceding six months, 
when the federal tax was one and 
one-half cents a gallon. 


Chicago New Car 
July Sales Hit 
Five Year Peak 


Chicago, Aus. 2- Cook County 
new car registrations last month 
reached a new July peak since 
1929, according to R. L. Polk & 
Co. figures released today. The 
total of 9,896 compared with 8,151 
for June, a contra-seasonal gain 
of 20 per cent, and was 17 per 
cent ahead of the July, 1934, total 
of 8454 units, All price classes 
shared in the sharp increases. 

Ford led the field with 3,036 
ears. Chevrolet was second with 
1545 and Plymouth third with 
1,213. Dodge in fourth place 
turned in one of the biggest gains 
with a total of 1,044 as against 
742 for June and 597 for July 
last year. Following in order 
came Oldsmobile with 735, Pon- 
tiac 627, Buick 337, Packard 212, 
Nash-LaFayette 210, Chrysler 200, 
Hudson-Terraplane 191, Stude- 
baker 156, De Soto 142, Cadillac- 
LaSalle 99, Graham 52, Auburn 
48, Hupmobile 15, Reo 14, Lincoln 
12, Pierce-Arrow six and Willys 
two. 

The Nash-LaFayette record was 
outstanding the total of 210 com- 
paring with 157 for June and 119 
for July, 1934. Packard’s regis- 
tration of 212 units compared with 
179 for June and 69 for July of 
last year. 

Reports Profit 

Muskegon, Mich., Aug. 2. The 
Campbell, Wyant, & Cannon Foundry 
Co. for the six months ended June 
30, recently reported a net income, 
after charges, including Federal In- 
come taxes of $271,319.87, or nearly 
$200,000 more than during the cor- 
responding period of 1934, when the 
net profit totaled $72,274.54 for the 
first half of 1934. 

The profit this year amounted to 
78 cents per share on 348,000 shares 
of outstanding capital as compared 
with about 20 cents per share for 
last year. The directors of the com- 
pany recently declared the second 20 
cent quarterly dividend payable Aug. 
31 to stockholders of record Aug. 14. 





Voyage to Japan 
Fate of Old Cars 


| St. Louis, Mo., Aug. 2.— 
“What becomes of the old 
car?” asks the NADA Bulle- 
tin for July 25. 


Some _ 2,000,000 vehicles 
| were scrapped in 1934, ac- 
cording to the AMA. Of 
these, an unknown number 
were in storage. 


One solution to the 
scrapped car problem was 
solved by Clive Cornwell, a 
student astronomer of Ven- 
ice, Calif.. who made a tele- 
scope 11 feet long with an 
eight inch reflector. The 
rear end of an old automo- 
bile and a battery were 
utilized to swing the un- 
usual comet search, says the 
Bulletin. 


Still another end for the 
old automobiles are the 
junk yards at Long Beach, 
Calif. From here twice a 
week ship loads of scrap 
metal, mostly old cars, leave 
for Japan, this country’s 
biggest customer for old 
metal. Between 2,500 and 
3,000 tons of iron and steel 
scrap are loaded onto Japa- 
nese ships each week. 


So the old car, after it 
lives out its life on a college 
campus er comes to an un- 
timely end against a tele- 
phone pole, has a pretty 
good chance of going 
abroad in the form of scrap 
metal 











Truck Drivers 
Awarded Indiana 
Safety Buttons 


Indianapolis, Ind., Aug. 2. — 
Nearly 1,000 truck drivers operat- 
ing in Indiana have won the silver 
button awarded by the Indiana 
Motor Traffic Assn. for six 
months of driving without acci- 
dent. Compilation of the records 
of the men has been completed 
vy Howard C, Smith, safety direc- 
tor for the association, and sub- 
mitted to D. F. Mitzner, associa- 
tion secretary. 

The campaign is carried on 
under the supervision of a safety 
committee headed by Ray Shook 
of South Bend. Indianapolis 
members of the committee, ap- 
pointed by Maurice Tucker, asso- 
ciation president also of South 
Bend, are O. W. Shaw of O. W. 
Shaw Trucking Service and John 
S. Quinn of the Kibler Trucking 
Co. 

Drivers who have won the silver 
button, and other entrants who 
will complete their six months’ 
campaign for the first award in 
July, August and September, have 
been averaging between 4,500,000 
and 5,000,000 miles a month with- 
out accident. 


For the six months ending June 
30, the grand total driven by driv- 
ers who had no accident was 27,- 
500,000 miles, or more than a 
thousand times around the 
equator. 

Drivers who have won the 
silver button at the end of June, 
under very strict conditions, are 
already competing for a gold but- 
ton to be granted for a year of 
“no-accident” driving. 

Successful development of the 
association’s safety program was 
characterized by Mitzner as one 
of the most significant happenings 
in the whole safety field. Very 
few accidents, and these only of 
minor nature, have been reported 
by enrolled drivers, Mitzner add- 
ed, compared to the startling in- 
crease in automobile accidents 
generally, as evidenced by a jump 
of some five thousand in automo- 
bile fatalities during 1934, as 
compared with 1933. 
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Third Fleor Plan—Grand Central Palace. 


The above charts show the results of the annual space drawing for 
the New Yerk National Show. Company names have been 
printed on spaces taken. 


U. S. Court Declares 
Chains Are Not Taxable 


Hartford, Conn., Aug. 2.—Tire 
chains are not taxable as automo- 
bile accessories and the Ameri- 
can Chain Co. of Bridgeport is 
therefore entitled to recover from 
the United States Government a 
total of $600,136.77, plus interest 
and court costs which will prob- 
ably bring the figure to more 
than $1,000,000, Judge Edwin S. 
Thomas of U. S. District Court 
here has ruled. 

The suit concerns the sale of 
Weed tire chains manufactured 
by the plaintiff and sold to jpb- 
bers. The question was whether 
the plaintiff was entitled to re- 
cover the amount of excise taxes 
paid on sales of its chains. The 
government maintained that the 


chains were made for automo- 
biles, automobile trucks and wag- 
ons and motorcycles, while the 
plaintiff held that such chains 
were not such accessories but 
were made for use on non-taxable 
vehicles, such as tractors, snow- 
plows, road-scrapers and fire ap- 
paratus, as well as for taxable 
motor vehicles. Another point at 
issue was whether, if the chain 
sales were taxable, the tax was 
paid by the plaintiff or passed 
on to purchasers. 

The plaintiff contended that its 
product was not an accessory 
within the statutory meaning, 
while the defense claimed that 
it was an accessory and that, in 
any event, the plaintiff was not 
entitled to recover because it did 
not pay the tax on its own ac- 
count, but passed it on to its 
custemers. 





Detroit, Aug. 2.—Corrected re- 
ports of the first six months in 
the truck industry incorporating 
the 48,243 registrations for June 
show that not only has the indus- 


try kept pace with ADN’s predic- | 


tions that 1935 will be a truck 
year, but the registrations figures 


for June show it to be the biggest | 
of | 


the 
the 


standpoint 
industry 


June from 


registrations ever 


recorded. The 1935 June figures | 


exceeded the figures for June, 
1929 by 3,129. 


Six months figures of 254,063 | 


are in keeping with predicted fig- 
ures for the year and manufac- 
turers are still of the opinion that 
the last six months of the present 
year will show an even greater 
increase. Reports from the field 
show that the business men of 
the country are continuing to pur- 
chase new equipment. From the 
farm field there is a continuance 
of purchasing which _ indicates 


that thousands of older trucks are | 


being displaced with new equip- 
ment. Truck sales officials also 
trace 
preparations 
handle a number of the PWA 
projects which will be released 
for operation later on in the fall. 
1% Tonners Lead 


A check up on trucks by sizes 
shows that 94 per cent of the 


trucks registered so far are of | 
the one and one-half ton or less | 
capacity, a field which is practic- | 
ally controlled by the truck mak- | 
ers who also produce passenger | 


cars and whose products are sold 
by dealers who handle both lines. 
Six per cent of the total registra- 
tions to date have been sold by 
all the other truck makers of the 
country. Units sold through pas- 
senger car dealers total 224,557 out 
of the industry total of 254,063. 

A further break down of the 
lighter weight commercial 
shows that 88 per cent of them 
were one-half ton jobs, mainly in 
pick up and panel models. This | 


shows a gain in buyer preference | 


for this size of practically 
6 per cent over last year. 
Fifty-six per cent were registered 
in the one and the one and one- 
half ton class. Trailer manufac- 
turers report that there is an un- 
usual demand for semi and four 
wheel trailers for use in connec- 


tion with the one and one-half | 


ton truck tractors which they 


state will continue to increase as | 


soon as the big public works pro- 
grams develop. 
How They Stand 

Truck leaders, as indicated by 
the June reports show that in the 
one-half ton class Ford has had 
the greatest number of registra- 
tions; Chevrolet second, Dodge 
third, International Harvester 
fourth and Willys fifth. 

In the one and one-half ton 
class Chevrolet leads in registra- 
tions with ford a close second; 
Dodge third, International Har- 
vester fourth and General Motors 
truck fifth. In the two and the 


North Dakota Reports 


Registration Increase 
Bismarck, N. D., Aug. 2.—A 
tabulation of the midyear mark 
shows that motor vehicle registra- 
tions stood at 146,957 in North 
Dakota compared with 143,542 on 
July 1, a year ago, an increase 
of more than 3,400, according to 
L. H. McCoy, state motor vehicle 
registrar. He announced that re- 
ceipts of the department for this 
year total $1,181,466 or $40,326 
more than for the same period 
of last year. 

Figures for June maintained 
the steady increase shown in the 
first five months of the year over 
figures for corresponding months 
last year, June receipts being 
$203,251.55 compared with $187,- 
549.80 a year ago and registra- 
tions totaling 25,707 against 25,- 
331 for June, 1934. 


a number of sales to the} 
being made to} 


units | 
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Commercial Car Sales Point to Record Year in *35 


48,253 June Registrations 
Set New High for Month 


class, In- 
leads with 
Motors 
fourth 


one-half ton 
ternational Harvester 
Dodge second; General 
truck third, Diamond-T 
and Reo fifth. 

In the three to four and one- 
half ton group, Internation Har- 
vester leads with General Motors 
second; White third, Diamond-T 
fourth and Mack fifth. 

In the five ton and up class, 
Autocar is first, International 
second, Mack third, General Mo- 
| tors fourth and Brockway fifth. 

The registrations as recorded so 
far again indicate the truck sales 
oportunities for the dealers par- 
ticularly those in the rural dis- 
tricts. A break down of selling 
activities of the passenger car 
| dealers having truck franchises as 
well shows that only 22 per cent 
of them having dual franchises 
are actually doing a selling job 
With the farm field and the gov- 
ernmental opportunities ahead of 
them this fall the combined pas- 
senger car and truck dealers are 
in line for the most active season 
the industry has had since 1929 


two and 





Thompson Named Chief 
Engineer at Brunner 


Utica, N. Y., Aug. 2.- -Announce- | 
ment is made by the Brunner | 
Manufacturing Co. of the appoint- | 

ment of Harry 
E. Thompson as | 
chief engineer in | 
charge of engi- 
neering and pro- | 
duction. For two | 
years Thompson | 
was super-| 
intendent in 
charge of en- 
gineering at) 
Kelvinator, leav- | 
ing there to or-| 
ganize the 
| Universal Cooler Corp. of Detroit. 

Leaving the Universal Cooler 
Corp. in 1934, he became a con- 
sultant for Sparks-Withington on 
household compressors and for 
the Chrysler Corp. on air-condi- 
| tioning compressors. 





| H. E. Sicaaane 


Rayburn Truck Bill 


Is Opposed by Grange | 


Washington, Aug. 2.— The Na-| 
tional Grange has announced it-| 
self “unalterably opposed” to the 
Rayburn truck regulation bill. 

The Grange states “positively | 
and definitely that the amend-| 
ments purporting to exempt from 


which are used exclusively in | 
hauling agricultural products do | 
not change the attitude of the| 
National Grange toward this pro-| 
posed legislation. Neither have| 
these amendments withdrawn the 
opposition of the other agricul- 
tural groups, according to 
information.” 


Reo Reports Profit 

Detroit, Aug. 2.—Reo Motor Co. 
and subsidiaries report, for quar- 
ter ended June 30, 1935, net profit 
of $31,544, after Federal taxes, de- 
preciation, etc., equal to 1 cent a 
share (par $5) on 1,800,000 shares 
of common stock. 

This compares with net profit of 
$10,612, or less than 1 cent a com- 
mon share, in preceding quarter, 
and net less of $234,063 in June 
quarter of previous year. 

For six months ended June 30, 
last, net profit was $42,156, after 
taxes and charges, equal to two cents 
a share, comparing with net loss of 
$506,944 in first half of 1934. 





Spicer Gets Contract 


Toledo, O., Aug. 2.—The 27th an- 
nual contract to manufacture pro- 
pellor shafts 
for the Hudson Motor Car Co., De- 
troit, has been awarded to the 
Spicer Mfg. Co. here, it was an- 
nounced today by R. E. Carpenter, 





|for the petroleum 


| on 


| tional 
| Institute’s vice-president for mar- 


the operation of the bill trucks} * 


and universal joints | 





vice-president and general manager 
of the Toledo company. It covers 
1936 requirements. 


De Soto Feels H 


sat Wave 


1 | dealers, the 


With every degree on this giant thermometer representing 1,000 new 


cars sold, De Soto dealers are experiencing a sales heat wave this 


summer, 


R. M. Rowland, De Soto executive, points out that dealers 


delivered 95,571 Plymouths and De Sotos during the 30-week period 
from Jan. 1 through July 27 which he claims is a new all-time record 
for total new car sales in that length of time. 


| Voluntary Code 


Considered by 
Oil Institute 


New York, N. Y,, Aug. 2.—The 
tentative draft of a proposed 
voluntary code of fair practices 
for marketing petroleum products 
industry was 
considered today by the board of 
directors of the American Petro- 
leum Institute, and then passed 


the industry for further consid- 


| eration. 


The draft was 
the board of the 
trade association by the 


keting, C. E. Arnott, of Socony- 
Vacuum Corp., New York, after 


preparation, and a series of hear- | 


ings participated in by members 
of the former sub-committee on 
marketing of the NRA planning 


|and co-ordination committee, to- 


gether with a number of others 
representing independent dealers, 
jobbers, refiners, and major 
country. 

It is expected that, beginning 
in September, Arnott and his com- 
mittee will conduct a series of 
meetings throughout the country 
at which representatives of all 
marketing interests will express 
their opinions and make their 
recommendations for the code. 


to the marketing branch of | 


| Thoms, resigned, 
placed before | 
industry’s na-| 


in- | 
terests from all sections of the | 


At the conclusion of the meetings 
the draft is to be returned to the 
institute’s board for its approval, 
and then be placed before the 
Federal Trade Commission for 
— spyreras and authorization: 


Kishline Named 


Chief Engineer 
At Graham-Paige 


The appoint- 
F. Kishline as 
succeeding Louis 
is announced by 
E. R. Harrell, vice-president in 
charge of engineering for the 
Graham-Paige Motors Corp. The 
promotion of J. S. Voigt, chassis 
engineer, to the position of assist- 
ant chief engineer, the post for- 
merly held by Kishline, was also 
announced. 

Kishline, who has been identi- 
fied with automotive engineering 
developments since 1913, first 
joined Graham Brothers back in 
1919 when he was appointed 
assistant engiheer at the Evans- 
ville, Ind. plant. In 1921 he re- 
linquished this post to take charge 
of engineering and sales for the 
Universal Products Co., and then 
rejoined Graham Brothers in 
truck manufacturing in 1926. 
Since that time he has been con- 
tinuously associated with Graham 
automotive and engineering en- 


Detroit, Aug. 2. 
ment of Floyd 
chief engineer, 





terprises. 


Comparative Seven Year Trends— U. S. Totals 
(Passenger Units Only) 
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The above graph prepared by the National Automobile Dealers Assn., 
gives a clear picture of the relation of used cars sales to new car 


sale. 
sales volume of 


Also it presents the first comprehensive estimate of used car 


a national seale. 
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| 
| 21% of Dealers 


Sell 5 Cars or 


Less Annually 


Detroit, Aug. 2.—Nearly one- 

| fourth of the dealer body of the 
| United States is made up of 
| agencies that sell five or less new 
| Cars annually, if figures now be- 
ing gathered by the National 
| Automobile Dealers Assn. hold 
true throughout the country. 


Extending the move _ initiated 
|last year by the Pennsylvania 
Automotive Assn. in gathering 
data concerning Pennsylvania 
NADA has been en- 
|deavoring to gain similar data 
| from other states in order to pre- 
sent a national picture of the dis- 
| tribution of dealers according to 
| new car sales. 


16 States Report 


According to the NADA Bulle- 
tin, though the information was 
not available in many states, 16 
states and the District of Colum- 
| bia have supplied breakdowns on 
| data covering 1934 retail opera- 
| tions. If the same percentage of 
distribution holds true in other 
states, and there is every reason 
to believe that it will, the data 
reveals some extremely interest- 
ing facts relative to size of deal- 
erships. 

Of the states reporting, 2,810 
dealers, or 21.8 per cent of the 
total sold five new cars or less 
during 1934; 2,589 or 20 per cent 
sold between six and 15 new cars; 
1,747 or 13.5 per cent sold between 
16 and 25 new cars; 2,021 or 15.6 
per cent sold between 26 and 50 
new cars. In other words, 9,165 
dealers. or 70.9 per cent sold 50 or 
less new automobiles during 1934. 


Some 2,342 dealers or 18.2 per 
cent were reported as selling be- 
tween 51 to 100 new cars; 1,412 
dealers or 10.9 per cent sold new 
cars in excess of 100 during 1934. 


National Basis 


If these figures can be accepted 
as reasonably representative of 
the entire dealer group, the na- 
tional distribution of dealers ac- 
cording to sales in 1934 would be 
approximately as follows: 


Estimated number of dealers 


selling: 


Dodge Used Most By 
Head of Roman Church 


Rome, Aug. 2.—Pope Pius XI 
is an enthusiastic automobile 
traveler, according to the official 
Papal chauffeur, Angelo Stoppa. 
The Pope’s personal cars are four 
—one German, one French, one 
Italian, and one a Detroit-built 
Dodge sedan. The Dodge is said 
to be the Pope’s favorite vehicle, 
which he uses four days every 
week—Mondays, Tuesdays, Fri- 
days and Saturdays. 

Most of the rides are through 
the winding roads of the Vatican 
gardens, between one and two in 
the afternoon. Other automobile 
journeys of the Pope are to his 
new summer residence at Castel 
Gondolfo, some 12 miles from 
Rome. 

Chauffeur Stoppa says the 
Dodge has never had a mishap, 
the most serious incident having 
been a tire puncture on the Ap- 
pian Way, the world-famous road 
built by the Romans of old and 
now the principal motoring route 
about the modern city of Rome. 
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Tax Diversion Must Stop 


W E concur fully in the belief held by William P. Mac- 
Donald, president of the American Road Builders’ 
Assn., that the diversion to other purposes of automotive 
taxes, levied primarily for building and maintaining high- 
ways, has a direct bearing on our accident toll. This prac- 
tice should stop at once. That dealers throughout the 
country can do much to call a halt is evidenced by the 
statement made last week by Commissioner Barnes of 
Pennsylvania who told the Pennsylvania Automotive Assn. 
that he needed dealer help and support in correcting the 
errors made in this direction in Pennsylvania. 

Certainly the automotive industry does not wish to be 
arbitrary in the instance. It has no desire to evade its 
fair share of taxation in any form. But it cannot help 
feeling that something is screwy when with an army of 
unemployed men clamoring for honest employment and 
miles and mics or roadway crying for repairs, $200,000,- 
000 in motor taxation is diverted annually by the states 
from road work relief funds. True, relief funds are neces- 
sary. Not every one can be employed in the construction 
and maintenance of highways, but would it not seem more 
reasonable to use these funds for the purpose for which 
they were collected, thus giving employment to many and 
improved and safer roads to the tax payers, than to divert 
this money for pure dole which neither creates better 
roads nor honest employment? Let’s end this now! 

J+] UDSON MOTOR CAR CO., this month is directing its 

entire organization’s effort toward increasing safety 
on the highways. Other companies in the past have taken 
up this subject at some length but we believe Hudson is 
the first to tackle the problem on a national scale and offer 
practical aid as well as valuable suggestions on safe driv- 
ing. The Hudson plan offers owners free of charge or 
obligation, a complete mechanical inspection of their cars 
in order that they may know definitely what things should 
be done in interest of safety. 

This we feel is a really concrete contribution to safety 
on the highways. The inherent safety of the modern 
motor car is unquestioned. But these safety factors 
must be properly maintained if the owner expects them to 
function dependably under emergency conditions. Many 
careful drivers frequently are careless in this respect. 

Given a safely maintained car even the reckless driver 
will be less dangerous on the highway. But if we can 
maintain the original safety built into the present day car 
and build a little greater caution into the driver, which is 
Hudson’s aim, accidents certainly will diminish. 


Don’t Sell Your Show Short 


HIRTY-TWO manufacturers of automobiles and trucks 

drew for space at the National Automobile Show to be 
held in Grand Central Palace Nov. 2 to9. Every available 
inch of space allotted for car and truck display has been 
taken. It goes without saying that the National Show 
this year will be a history maker in many ways. 

One point which we do not feel can be over emphasized 
is that dealers should not use their knowledge of the 
changed show dates in any way that may discourage or 
turn aside the heavy new car buying which has featured 
the summer months. There are several good selling 


Hudson Strives for Safety 


months between now and the time of the show. Hold 
your show talk until October at least. It will enable you 
to sell more cars at greater profit so that you will be able 
to enter 1936 with a clean slate and an improved working 


capital. 











‘ma word in 


edgewise” 


By the Publisher 





That there is a sea- 

Seeing serpent “half-a-block 
is long and with the 
Believing! head of a dragon cov- | 
ered with long hair | 

like a horse’s mane and with a| 
spiked tail that threshes_ the} 
waters of Loch Ness like the 


wake of a battleship,” hundreds 


of God-fearing Scotsmen are will- |’ 
Each season when | 
news from the colonies begins to. 
wane and the letters to the editor | |/ 


ing to swear. 


begin to be stale you can count 
on some loyal correspendent of 


the London newspapers telegraph- | 


ing the news, amply supported by 
affidavits of eye-witnesses that 
the sea serpent of Loch Ness has 
obligingly reappeared. But 
strange to say, with all the watch- 
ing and waiting no one has ever 
yet caught a photographic pic- 
ture of the beast and until they 
do there will of course be Doubt- 
ing Thomases who sneer at the 
stories and are unconvinced by 
the affidavits. 
the critter with their own eyes, or 
a photographic likeness unmis- 
takably genuine! 
* * * 

SO IT IS with pardonable pride 
that your columnist today pre- 
sents for the first time in any 
American publication, a_photo- 
graph of the kind of speedometer 
which we have predicted will be 
required, first on commercial ve- 
hicles, and later, on automobile in 
many states, if the shocking death 
rate of last year is not reduced. 
This particular instrument is lo- 
cated on the rear of a “lorry” in 
Bradford, England, and the cor- 
respondent who writes about it in 
the English trade weekly, “Auto- 
ear,” says: “The instrument in 


question has an 8-inch face which 
would naturally be larger than 
anything the average motorist 
would care to exhibit at the rear 
of his car. 


Even with this size 





New “Public View” Speedometer 
used on English lorries. 


of instrument we have found it 
very difficult for following motor- 
ists to check the speed carefully 
unless they are close behind the 
lorry and follow it for a short 
period. “Therefore,” he concludes, 
“from the police point of view, it 
is of little assistance.” In other 
words, if some of our jay-hawk 
legislators get the idea that a vis- 
ible speedometer is preferable to 
the proposed speed governors, we 
can expect to see cars and trucks 
in the future running around with 
instrument dials on the rear (or 
maybe in front of the radiator) 
as large as the dial on a penny 
scale! 


7 * * 
I AM INDEBTED to the AAA 
news service for the figures 


which I requested (ADN, July 13, 
1935), showing the cost of exces- 
sive speed to the car owner. I 
had pointed out that perhaps one 
of the most effective ways of 
curbing the high-speed driver was 
for the industry to publicize what 
the owner paid for his speed, in 
an effort to efface the disastrous 
effects of our “safety-at-eighty” 
advertising earlier this year. The 
complete statement from the 
AAA and the figures are printed 
in this issue (page 3), but it is 
interesting that my premise that 
high speeds “cost twice as much 
or more in gas and oil, not to 
mention wear and tear on the 
machinery,” is borne out by the 
figures which show that a car 
which gets 18 miles to the gallon 
at 30 miles an hour will get only 
(Continued on Page 23, Col. 3) 
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The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


What Next? 


I have read the very fine addresses 
made at Waco, Tex. by Mr. 
Eddins, president of Plymouth and 
Mr. Richard H. Grant, vice-president 
of General Motors. Think they are 
perfectly right as far as they have 
gone but to me the most important 
part of the industry was left out— 


the retail salesmen or the men on 
the firing line. 
It seems that the manufacturers 


and NADA have always been trying 
to do something for the dealers 
which is a very fine idea but what 
would they do without the retail 
salesmen, whose ranks are thining 
out every year for no other reason 
that that the retail dealer seems 
not willing to allow the salesmen 
to make any money. 

I have made a personal survey of 
a radius of 50 miles and find condi- 
tions very bad. In other words in 
a city of a 100,000 I find four and 
five retail salesmen where formerly 
there were eight and 10. If the 
dealers would cut out the chiseling 
and give the salesmen a break—you 
wouldn’t find the lots filled with used 
cars. Dealers could hire real sales- 
men who would get out and work 
and make a good living for them- 
selves, make money for the dealers 
which in turn, of course, helps the 
manufacturers. 

To me that is the reason why you 
see the used cars piled up in the 
used car lots. I have been selling 
retail for the past 11 years and have 
always been able through the co- 
operation of the dealer to have made 
a very good living but the last year 
has not been so good because I have 
found most every dealer will chisel 
with anyone who will bring in a 
deal instead of protecting the sales- 
men. As far as the profit in auto- 
mobiles, it is just as large as during 
1928 to ’30, during the boom when 
everybody made money. The dealers 
then would retail automobiles only 
through their salesmen but since 
the depression the dealer’s cry seems 
to be no profit in used cars. There- 
fore my idea of the solution is 
closer co-operation between the re- 
tail dealer and the retail salesmen 
Of course, whatever the manufactur- 
ers can do to change this situation 
would be a help to both the retail 
dealer and the retail salesmen. I 
|am very desirious of staying in the 











Dan | 


Readers 


automobile business but if things 
keep on like they have the past six 
or eight months I will have to do 
like 50 to 75 per cent of the retail 
salesmen have done and that is to go 
into some other line of work. 
Wondering if you think I have 
come pretty close to hitting the 
nail on the head. Would appreciate 
hearing from you.—H. W. H., Illinois. 





Safety 

Here is an idea for your safety 
series which may have some worth 
and which if adopted will not cost 
any community a dime. 

I am partially color blind and 
there must be thousands of others 
who are equally so or worse. In 


(Continued on Page 19, Col. 5) 


They Do “Pay Their Way” 

According to the Bureau of Pub- 
lic Roads Study of Motor Vehicle 
Taxation in 1932, the trucks and 
buses paid $215,909,686 in registra- 
tion fees and gasoline taxes. The 
maintenance of state highways that 
year cost $169,479,399, and the inter- 
est on state highway bonds and notes 
amounted to $69,292,199. 


Therefore, the revenue which the 
states derived from the trucks and 
buses is sufficient to pay for the 
entire maintenance cost of our state 
highway systems and nearly all of 
the interest on the bond issues out- 
standing. 


If the trucks and buses were legis- 
lated off of our highways entirely 
it would be necessary to increase 
the registration fees and gasoline 
taxes paid by the passenger car own- 
ers by about 40% in order for the 
states to collect the same revenue 
for highway use that they are now 
collecting. 

Any material restriction on the 
use of commercial vehicles would re- 
sult in some increase in the taxes 
of private passenger car owners. 
—Highway Highlights. 
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NASH-LAFAYETTE ‘“Out-to-win- 
America” drive will be the talk of the in- 
dustry. Check over the 1936 LaFayette 
and you'll agree that it’s the biggest, 
safest, roomiest, best-engineered car 
ever offered at anywhere near the price! 


HEN YOU SEE, absolutely and without 

doubt, that NASH—in order to win a 
large share of the lowest-priced field guickly 
—has made the 1936 LaFayette a great 
big, roomy, six-passenger car with all of 
the vital engineering features of high- 
priced cars, yet as easy on gas and oil as 
smaller cars—won’t you, as a dealer, be 
interested? 

Then, if you could be shown that Nash, 
without regard to its own present profits, 
has developed a new, ‘‘Out-to-win-Amer- 
ica” franchise with liberal dealer policies 
unmatched in the industry, a price range 
that covers 97% of the industry’s volume, 
and the largest TRUE PROFIT oppor- 


New X-RAY System will revolutionize 
selling methods, say dealers! 


The sensational, new X-Ray System, developed by 
LaFayette engineers, lets buyers SEE for the first 
time what dealers have always known—the aston- 
ishing differences inside cars of the same price. 
Without fear or favor, it shows plain facts—simply 
and graphically. Its fascinating pictures prove con- 
vincingly that LaFayette alone in the lowest-priced 
field gives 6 or 8 vital engineering features that most 
expensive cars never omit! It’s the biggest news in 


automobile selling in years. See it! 





your profits fast... 








tunity in each price class—wouldn’t you 
want to hear the complete story? 

That’s exactly what Nash has done for 
1936! That’s why the ‘‘Out-to-win-Amer- 
ica’ drive will be the talk of the industry! 

Remember—these statements are made 
by one of the four financially-strongest 
manufacturers in the industry—a com- 
pany that has conserved its resources 
against the day when it chose to invade 
the big-volume, low-priced fields and win 
customers on the sheer value of its products. 

We believe that Americans know auto- 
mobiles ... That when they SEE, with 
the sensational, new X-Ray System, what’s 
INSIDE LaFayette and what’s in other 
cars) LaFayette will quickly win a big 
share of the lowest-priced field. 

This fight for immediate volume in the 
low-priced fields is Nash’s fight. The imme- 
diate profits that will result are yours! It’s 
an opportunity to build your volume and 
in large protected terri- 
tories. Investigate! The Nash Motors 
Company, Kenosha, Wisconsin. 


“Without re gard to present prof- 
its, we’re out to win America on 
value alone.” 


C. ws noth 


1936 LAFAYETTE *595 
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MORE HEAD-ROOM IN THIS 
CAR THAN IN CARS COSTING 
OVER $2,000 


WIDER 


SIX PASSENGERS! 
FRONT SEATS THAN HIGH- 
PRICED CARS 





/ 

OVERSIZED HYDRAULIC 

BRAKES BIG ENOUGH TO 
STOP A TRUCK! 


BOTH REDISTRIBUTION OF 
WEIGHT AND SYNCHRONIZED 
SPRINGING! 





WORLD’S ONLY COMPLETE 
SEAMLESS ONE-PIECE STEEL 
BODY 


A VIBRATIONLESS MOTOR! 
FINEST POWER PLANT EVER 
PUT IN A LOW-PRICED CAR 


and up 
t. @. BR 
factory 

















Says Sound Used Car 


NADA Outlines nes Program 


To Secure Better Prices pz 


Detroit, Aug. 2.—One of 


the | 


things that the dealer trade stands | 


most in need of is sound used-car 
appraisals, according to the cur- 
rent issue of the National Auto- 
mobile Dealers Assn. Bulletin. 


In order to secure better ap- 
praisais, NADA urges dealers to 
do four things: 
NADA universal appraisal form; 
second, see that salesmen use it 
on every trade-in; third, require 
salesmen to drive the used-car 
before appraising it, and fourth, 
insist that salesmen examine the 
used-car and check its condition 
against the appraisal form. 

How to Get Them? 

‘If over-allowances are the 
chief cause of dealer’s financial 
difficulties,’ the Bulletin contin- 
ues, “then lower allowances offer 
the only means of changing this 
picture. The thing that you as a 
dealer want to know is ‘How can 
I go about 
much desired result?’ 


“Salesmen have comparatively 


it to produce this | 


little difficulty in convincing the | 


prospect of the value in the new 
car even though there may be a 
difference between makes in com- 
petitive prices, or between differ- 
ent models in the same line. 
When the occasional customer 
comes in to make a clean deal, 
no trade-in, it is not customary 


oughly, 
first, adopt the | 








| sonable findings 


men that every used car must be 
handled according to the follow- 
ing plan: 

“A—The salesman must drive 
the used car; preferably with the 
prospect. 


“B—He must examine it thor-| 
using the appraisal sheet | 
listed; | 
of other | 


and checking every item 
making special notes 
items. 


Should Drive Cars 





‘If he has followed this pro- | a 


cedure carefully, the salesman | 
now knows the actual condition 
of that car; he knows how much 
it is going to cost to recondition 
it. What is more important 


he knows. 


“The salesman is now in a po- 
sition to operate based on rea- 
not guess work 
or haphazard snap judgment. 
Knowing from the Official Used 
Car Guide, the average selling 
price of reconditioned used cars, 
the salesman can follow through | 
his presentation and in a suffici- 


}ent number of cases close the 


for the salesman to make conces- | 
sions in the sales price on that} 


account. As a rule he stands 


firmly to his established price and | 


convinces the customer that the 
value is there. 

“Why is it, then, that with a 
trade-in involved in the new car 
sale, the salesman immediately 
starts to depreciate the value of 
his new merchandise by giving 
an over-allowance on that used 
car? 

Not Well Sold 

“The answer, apparently, lies in 
the weakness of the selling pres- 
entation of the worth of the used 
car. Surely, if the customer can 
be convinced of the dollar value 
in the new car through proper 
presentation of its merits, it is 
logical to assume that convincing 
presentation of the value of the 
used car should often produce a 
similar result. 


“It is believed that the answer 
can be found in the failure of 
salesmen to approach this prob- 
lem in the proper manner. Lack 
of knowledge of used car values; 
lack of confidence in handling 
this phase of the selling negotia- 
tions; and particularly, 
definite procedure that will give 
the salesman the necessary infor- 
mation and confidence to 
maintain his position, and at the 
same time indicate beyond a 
shadow of doubt to the prospect 
that the value placed on the used 
car is not only reasonable but 
entirely fair. 

“The argument of 
dealers that they are compelled 
to make an excessive allowance 
because some other dealer has 
done so or will do so is beside the 
point, in this particular illustra- 
tion. The salesman is selling his 
own product; not the other fel- 
low’s; he is interested in making 
a profit for himself. We don’t 
permit competition to short-cir- 
cuit our salesmanship on the new 
car, eVen though there is a price 
differential between our make and 
our competitors. 


Four Suggestions 
“Here is a suggestion that will 


at least increase batting averages: | D 
| sales alone during the period have 


Its value to the trade is in the 
hands of each individual dealer, 
and the manner in which they 
adopt it. 

“First: 
standard appraisal form, recom- 


mended by your association. Ob- | 
tain a supply and insist that they | delivered 78,963 new Plymouths to 
be used on every deal involving | retail 


a trade-in. 


“Second: Instruct your sales- 


lack of a} 


so many | 





| 


|}and was within six per cent of 
| the deliveries for all of last ear. 





| business, 





deal profitably to make this ef- 
fort worth while. 


“If the ‘demonstration’ is con- 
ing the new car sales; why isn’t 
a demonstration of the used car | 
of equal importance in determin- 
ing its worth? If, as a result of 
using this logical procedure, the | 
salesman can increase his closing | 


| ratio only one out of 10 appraisals, 


the increase in total volume 
well worth the effort. 


Losses Inevitable 
“Under any system, and no mat- 
ter how 
be, he is still going to lose busi- 
ness to his competitors. Every 
element of human relations that 
enters into 


is | 


be influenced according to the 
ability, ingenuity and effort of the 
individual. 

“Whether ideas to help dealers 
train their sales organizations are 
sound and effective, or not, can | 
be determined only as these prin- | 
ciples are translated into actual | 
practice. 


“Your association can only serve | 
you as you co-operate with it. | 
Let’s adopt a policy of putting 
into practice the principle of | 
constancy of effort for sound used | 
car appraisals.” 


De Soto Dealers 


Report Sales 
Near 100,000 


Detroit, Aug. 2.—Climbing stead- 
ily with the extremely high tem- 
peratures in all sections, new car 
sales by De Soto dealers neared 
the 100,000 unit mark this week 
to approach an all-time yearly 
record. 

In 30 weeks this year, the pe- 
riod from Jan. 1 through July 27, 
De Soto dealers delivered a total 
of 95,571 new Plymouth and 
De Soto cars. This figure exceeds 
the total deliveries reported for 
any entire year previous to 1934, 





increased 
L. G. Peed, vice-presi- 
dent of De Soto, said that De Soto 


Commenting on the 


exceeded De Soto deliveries for 


the same period last year by more | 
| than 10,000 units. 


Adopt the new uniform | 


Plymouth sales by De Soto deal- 
ers show a substantial margin of 
gain over last year. The dealers 


buyers during the period, 
compared with 59,113 units in the 


is | F 
|that the prospect also knows that 


| sidered a major factor in influenc- | = 


capable a salesman may | 


a transaction involv- | 
ing buyer and seller will always ||! 
| continue to exist; the rewards will 





same period a year ago. 





AUTOMOTIVE DAILY NEWS, SATURDAY, AUGUST 3, 1935 


Appraisals Badly Needed 





Bad News for Coast Bandits 


ee ee ey 


These 47 Buicks have just been added to the Los Angeles police fleet. 

sales-manager of the Howard Automobile Co., Los Angeles; Ray Klienberger and Charles N. Stevens, 

Police Commissioners; Capt. Walter E. Weyerman, in charge of police transportation and maintenance; 
Chief of Police James E. Davis and Martin N. Neuner, president of the police commission. 





Ethiopians Purchase 


Trucks in Delphos 
Delphos, O., Aug. 2. — 


Orders for several trucks 
for the use in the Ethiopian 
army, 
Motors, 


received by Gramm 
Inc., brought the 
threatened war between 
Italy and Ethiopia a little 
closer to Delphos residents. 

The trucks will be crated 
and sent to Addis Ababa, 
capital of the East African 
Empire. 








Pontiae July 
Output Passes 
Figure For June 





Pontiac, Mich., Aug. 2.—At the 
close of business July 31, Pontiac 
Moter Co. had produced 124,923 
of the 1935 models, thus surpas- 
sing the production records for 
the same period of all 
years since 1929, 
H. J. Klingler, president and gen- 


eral manager. 


This figure compares with a to- 
tal of 68,849 cars up to the end of 
July last year and a total of 
76,553 for the 1934 model year. 

July output of 17,245 was ahead 
of June, which it quite contrary 
to the trend of previous years in 
the industry, it was pointed out. 
Generally, production has begun 
to fall off sharply by July. Some- 
times even before that. 


“Our factories have been run- 
ning steadily at a high rate of 
production for almost’ eight 
months, with two shifts of men 
working continuously since Feb- 
ruary,” said Klingler. “It is the 
first time since 1929 that such a 
condition existed. 


“Industrial communities where 
automobiles are built have led 
the nation from the standpoint of 
employment and general business 
prosperity. There has been longer 
employment for a greater num- 
ber of men than for years, not 
only in the Pontiac Motor Co., 
but in other units of the industry, 
as well as in the plants of scores 


of suppliers of materials and 
parts of all kinds. 
“Tens of thousands of em- 


ployes of the automobile industry 
should have from 10 to 11 months 
of steady work before the year 
ends, thus adding further to the 
upturn in the prosperity of the 
country.” 





former | 
according to/| 








Left to right: E. Z. Croxall, 





4. Chicago Chevrolet Men 
Racing for Sales Records 





Chicago, Aug. 2.—On the basis 
of their sensational records thus 
far, four salesmen of the Nelson 
Chevrolet Sales Co., Inc., of Chi- 
cago, appear destined to score 
high this year in the national 
race that qualifies top notchers to 
membership in the 100 Car Club 
of the Chevrolet Motor Co. 

A report issued today by R. A. 
Balcom, vice-president and gen- 
eral sales manager of Nelson 
Chevrolet, shows that three of 
these salesmen have already en- 
tered the “charmed circle” for 
selling more than 100 new cars. 

They are G. L. Carlat, ace of 
the organization, who has ac- 
counted for 239 new and 85 used 
car sales; M. M. Zemel, 196 new 
and 138 used, and J. H. Farrow, 
123 new and 40 used. The fourth 
member of what Balcom calls 
his “four horsemen,” L. R. Wach- 
lin, has sold 77 new and 81 used 
cars. 

Carlat, who is national president 


of the Chevrolet 100 Car Club, sold | 


339 new Chevrolets last year and 
is confident of surpassing that 
record before the end of this year. 
Zemel is already 16 units ahead of 
his 1934 total of 180 new cars, an 
achievement which brought his 
election as regional president of 
the club. Farrow, regional vice- 
president, is within 37 cars of his 
1934 record of 159. 

The remarkable sales showing 
of this quartet began almost from 
the day that Balcom became asso- 
ciated as sales chief and a partner 
of Fred Osterman, president of 
Nelson Chevrolet. Although he 
gives his salesmen full credit, it 
is an open secret in the trade that 
his merchandising policies have 
been chiefly responsible for the 
records made. 

Balcom happily has the dual 
ability to get the best out of his 
sales force and to inspire increas- 
ing good will among motorists, 
as was brought out in a feature 
articke about him some time ago 
in Automotive Daily News. 





Thomas M. Russell, Head 


Of Rusco Co. Succumbs 

Middletown, Conn., Aug. 2. — 
Thomas Macdonough Russell, 62, 
chairman of the board of the Rus- 
sell Mfg. Co., makers of “Rusco” 
brake and clutch linings and other 
automotive items, died suddenly 
of a heart attack July 30. He 
had been in apparent good health. 

Born in Middletown, a son of 
Samuel Russell, for many years 
head of the Russell company, and 
a grand-nephew of Thomas Mac- 
donough, “hero of the Battle of 
Lake Champlain.” Mr. Russell 
was educated at Yale Sheffield 
and spent his early years as a 
civil engineer. In 1912 he became 
president of the Russell company, 
which was founded in 1830. He 
held that post until 1933 when 
he was named one of two receiv- 
ers. At the termination of the 
receivership, Mr. Russell was elec- 
ted chairman of the board. 

Mr. Russell was very active in 
political and fraternal life. He 
served as mayor of Middletown, 
as his father had done before 
him, was a member of the state 
legislature for a time and served 
both as a delegate to Republican 
national conventions and as a 
presidential elector. He held many 
directorships, was active in Mid- 
dletown civic life, and was a 
member of several Masonic orders. 





He is survived by his wife, 
Henrietta Ingersoll Russell; a son, 
T. M. Russell jr.; a daughter and 
two sisters. 


Choose Tucker 


Indianapolis, Aug. 2.— Maurice 
Tucker, South Bend, Ind., president 
of the Indiana Motor Traffic Assn., 
Inc., has been named chairman of 
the national rates and tariffs com- 
mittee for the trucking industry in 
the United States, according to word 
received by the association offices 
here. Tucker’s appointment came 
through Ted V. Rodgers, Washing- 
ton, president of the American 
Trucking Assn. 

The committee, composed of rep- 
resentatives of the industry over 
the country, will set up a schedule 
of rates and establish principles for 
rate and classification tables. Sub- 
committees will be appointed to 
carry out the program in each state, 
it was said. 


Butler Named 


Flint, Mich., Aug. 2.—Announce- 
ment of the appointment of E. C. 
Butler as assistant manager of the 
service and mechanical department 
of the Chevrolet Motor Co., in the 
Detroit headquarters, was made to- 
day by W. E. Holler, general sales 
manager. Butler will be under C. 
W. Wood, manager of the depart- 
ment. He was formerly regional 
service and mechanical manager at 
Oakland, Calif., and recently has 
been serving in Detroit in charge of 
service promotion activities. 
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“COME ON 
TO THE TOP WITH 
A WINNER!” 


Say the more than 1000 experienced dealers who have 
changed over to Hudson this year — and other Hudson 
and Terraplane dealers everywhere 


Right—‘‘Another Hudson to- 

day, boss!” “Good! That 

just doubles your last year's 
sales, too.” 


Below—“'I sold more cars the 
first six months this year than 
all last year.” 


From coast to coast, wise dealers 
are watching Hudson, talking Hud- 
son, GOING HUDSON. Why? 


Because they know that the really 


Below—“Dear Jack: How do I feel about 
Hudson? Just take a look at my balance 


sheet! You'd better join up while you can, 


Left —"“No wonder 

there’s somuch talk 

about Hudson! 

They're certainly 

making great strides 
this year.”” 


big money has been made by dealers 


:  . ; ight—"Yes, sir! 
who picked cars on a rising tide of ote 


The best seven 
months I've had in 


popularity . . . and rode to the top 
with them. They’ve seen the signs 
of a swing to Hudson and Terra- 
plane and they know how to read 
them. Here are some for you 
to read: 


Hudson and Terraplane 
Praised Everywhere 


‘These cars have the most enthusi- 
astic group of owners any car can 
boast. And this owner-enthusiasm 
is rapidly spreading throughout the 
car-buying public. 

Hudson and Terraplane have set 
record after record for ruggedness, 
performance, safety and economy. 


HUDSON MOTOR 


They have won the praise of famous 
engineers such as Professor Alex- 
ander Klemin of the Guggenheim 
School of Aeronautics... Reid 
Railton, noted British designer and 
manufacturer, and others of inter- 
national reputation. 


Sales Gains Prove Growing 
Acceptance 


Their rapidly growing public accept- 
ance is proved by their sales records. 
Last year Hudson and Terraplane 
made the most amazing sales gains 
of any combination of popular priced 


four years!"’ 


cars. This year shows substantial 
gains over last year. An imposing 
list of Hudson and Terraplane 
dealers all over the country sold 
more cars the first six months this 
year than in a// of 1934! 

And the gains are continuing 
through hot weather. Latest avail- 
able figures indicate that July was 
the best July since 1929! 


Bigger Profits for Dealers 


No wonder that this year more than 
1000 experienced dealers have 
joined with Hudson and Terraplane. 


These men are looking ahead. 
They see that with the Hudson 
franchise they can make more money. 
Not only now, but next year and 
the years after that. 

There is room in the Hudson sell- 
ing organization for other forward- 
looking dealers. If you want to ride 
to the top with a winner, get in 
touch with the nearest Hudson and 
Terraplane distributor today. He’ll 
gladly give you the facts about the 
Hudson franchise in your territory. 
Or a letter to the factory will bring 
them to you promptly. 


CAR COMPANY 


Detroit, Michigan 
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Coast Dealers Cut Stock | 
Retail Prices Increase 


San Francisco, Calif., Aug. 2—] Despite an increase in the _ 


Indicating a steady climb toward 
more favorable dealer conditions, 
the June used car inventory of 
the Motor Car Dealers Assn. of 
this city presents a representative 
cross-section of dealer activity in 


used cars. 

Since few figures have been 
available since the death of the 
NRA, the effect of the Blue 


Eagle’s demise has been, to a very 
great degree, problematical. San 
Francisco figures, however, 
cate no immediate unfavorable 
conditions and tend to quiet many 
rumors of wild trading. 

Inventories of representative 
dealers showed there were 1,891 
cars on hand in June against 
1,873 in May, an increase of 18. 
Offsetting this, 1,844 used car 
sales were reported in June com- 
pared with 1,808 in May, an in- 
crease of 36. These figures, indi- 
cating a more rapid turnover of 
used cars, are further emphasized 
by new car sales. Although San 
Francisco new car sales are not 
available, California sales jumped 
from 17,727 units in May to 19,378 
in June. Actually, then, there 
was a considerable improvement 
in used car turn-overs. 

Used cars on hand at the end 
of June had a value of $622,021, 
or an average of $329 per car, 
against an inventory of $654,285 
in May, averaging $349 per car. 
Although the average value per 
car dropped in June, the average 
selling price of used cars rose 
from $274 in May to $283 in June. 

Comparisons of June, 1934, and 
June, 1935, follow: 


INVENTORY SALES 
Av. Av. 
Units Value Units Price 
1934 1,110 $321 1,149 $299 
1,891 329 1,844 283 


1935 


indi- | 


| selling price. 


age value of cars on hand, the} 
| selling price dropped from last} 
year. This year’s figures, how- 
ever, indicate an improvement as | 


shown by the following table cov- 


ering May and June of this year: | 


| INVENTORY SALES 
Av. Av 
Units Value Units Price 
May 1,873 $349 1,808 $274 
|June 1,891 329 1,844 283 
The increase in stocks was 
;}more than countered by the in- 
crease in sales and the drop in 


value of cars on hand was taken 
up by an increase in the average | 


Sales in June averaged a loss| 
of $46, or a percentage on the | 
sales price of 16.25. In May the | 


loss was considerably higher, be- | 
ing $75, or 27.37 per cent. Com-| 
pared with 1934, the losses on 
used cars was much greater this 
year. In June last year, each 
used car showed a loss of $22 or| 
7.34 per cent. In May, 1934, the} 
figures were 
cent, respectively. 

From 1931 through 1934, the 
average per cent loss on used 
cars was 24.50. For the first six 
months of 1935, the average loss 
was 19.37 per cent, a loss below 





any of the four years except 1934. 

The San Francisco report, al- 
though it shows the used car situ- 
ation not up to the standard of 
last year, nevertheless shows an 
improvement in June over May. 
It was early in June that the code 
was abolished. If the figures for | 
June hold true in July, that is, if| 
July indicates an improvement 
over June, it is reasonable to be- 
lieve that used car dealers, at 
least on the Coast, are getting a 
better hold on the used car situ- 
ation. 





THE nation-wide acceptance of Edison Spark Plugs 


gives evidence of the fact 


and public have confidence in a good name and a 
keen appreciation of a worthy product. The “plug 
that made good in a year” is daily adding to the pres- 


tige of a name known and respected for many years! 





that the automotive trade 





EDISON -SPLITDORF CORPORATION, WEST ORANGE, N. J. 








Report Shows Used Car Situation Clearing 





Odorless Garbage Truck 





$47 and 16.78 per) Even the garbage truck, ordinarily a smeily affair, is taking on a white-lacquered beauty which charms 
the optic nerves while preserving the olfactory nerves from extreme distress. 
equipped with an Elgin body, now operates in the Village of Grosse Pointe Park, 


This Dodge 3-ton truck, 
Mich. Refuse is 


conveniently dumped into a traveling bucket suspended waist-high at the rear. Its use definitely places 
garbage gathering among the more genteel occupations. 





New England Suppliers 


Maintain Good Volume 


Springfield, Mass., Aug. 2.— 
Southern New England manufac- 
turers catering to the automotive 
industry have maintained good 
volume in their operations up to 
mid-summer, and indications at 
present point to a continuance of 
the trend. United American 
Bosch Corp., Springfield, and Fi- 
berloid Corp., Indian Orchard, a 
suburb, have passed their low 
point for the summer and are 
calling back employes. 

The Bosch corporation has an- 
nounced plans for expansion of 
its plant which add materially to 
capacity. A new building, 109x 
240 feet, will be erected, and two 
additions to existing structures 
will be built. Cost of the work 
is estimated at $30,000. 

In Hartford, Conn., the Pratt 
& Whitney Mfg. Co. and other 
machine tool plants are reported 
as working at top speed on auto- 
motive factory orders. The plants 
are handicapped by a shortage of 
skilled mechanics which is stead- 
ily growing more acute. Machine 
tools now being ordered from De- 
troit and other automobile centers 
are for the new 1936 models. 

The Waterbury Tool Co., Wa- 
terbury, Conn., makers of high- 
precision variable speed trans- 
missions for industrial plants, has 
started construction of a plant 
addition which add about 10,000 
square feet to factory space and 
increase capacity by 30 per cent. 


|The company, which employs 150 


hands, is a subsidiary of the 
Sperry Corp., New York City. 
New Departure Mfg. Co., Bris- 
tol, Conn., is also building a plant 
addition; which will be of brick 


| construction and will cost about 
| $8,000. 


The company, a wholly- 
owned subsidiary of General Mo- 
tors Corp., produces ball bearings 
for the automotive and other in- 
dustries. 

The Bridgeport Brass Co. 
Bridgeport, Conn., reports net 
earnings for the six months ended 
June 30, after taxes, depreciation 
and all other charges, of $374,842, 
equivalent to 60 cents a share on 
628,955 shares outstanding. The 
figure compares with $306,669 for 


| the same period in 1934. 


Another Connecticut plant 
which has maintained good vol- 
ume is the Fafnir Bearing Co., 
New Britain, which recently paid 
about 1,000 employes a _ bonus 
amounting to 5 per cent of their 


earnings for the second quarter 
of the year. The bonus was 
equivalent to about 65 per cent 
of a full week’s pay. It was the 
second of the year, a similar 
award having been made on Apr. 
15 for the first quarter. 


Chrysler Retail 
Deliveries More 


Than All of °34 


Detroit, Aug. 2.—As of July 27, 
more Chrysler cars had been re- 
ported delivered at retail this 
year than in the entire year of 
1934, according to Joseph W. 
Frazer, vice-president of the 
Chrysler Sales Division of the 
Chrysler Corp. This date marked 
the end of a 30 weeks’ period in 
which Chrysler dealers reported 
27,383 retail Chrysler deliveries. 
This figure not only tops the en- 
tire report for last year but for 
1933 and 1932 as well. 

Plymouth deliveries by Chrysler 
dealers in this period of 30 weeks 
totaled 96,505 units. This is a 
gain of 31.3 per cent over the 
corresponding period of 1934. It 
exceeds by 2.4 per cent the de- 
liveries for the entire year of 1933 





and is two and one-half times the 
number of deliveries reported in 
the entire year of 1932. 

In the week ending July 27, 
Chrysler dealers delivered at re- 
tail a total of 3,421 Plymouths and 
909 Chryslers, a grand total of 
4,330 units. This is .3 per cent 
higher than the total of the com- 
bined lines for the preceding 
week, when 4,319 units were de- 
livered. Against the correspond- 
ing week in 1934 there was a 
gain of 17.6 per cent for Plym- 
outh, of 31 per cent for Chrysler 
and of 20.2 per cent for the com- 
bined lines. 

The total number of units re- 
ported delivered at retail by 
Chrysler dealers to July 27, in- 
clusive, is 123,888, of which 96,505 
were Plymouths and 27,383 were 
Chryslers. 


B. F. Goodrich Count 


Akron, O., Aug. 2.—Inspectors of 


election of the special meeting of 
stockholders of B. F. Goodrich Co. 
reported at the meeting Monday 


that their final count showed that 
more than 75 per cent of each class 
of stock has voted in favor of au- 
thorizing a $45,000,000 mortgage on 
the company’s properties. 

The shares voted in favor of the 
mortgage were 223,814 of the pre- 
ferred stock or 76.1 per cent of the 
total issue, and 869,884 shares of 
common stock or 75.3 per cent of 
the total issue. There were no 
shares of the preferred stock and 
1,045 shares of the common stock 
voted against the resolution, the 
inspectors reported. 





Inspection Line 





This new low-priced safety inspection line has been announced by the 
Bendix Products Corp., South Bend, Ind. It is designed to test wheels, 
axles and all safety factors of any automobile. 
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~including garbage men! 


W. were sitting desperately, a thing we do 
a lot of. Sometimes we walk back and forth 
desperately, but in hot weather sitting seems to 
do just as well. As far as getting up copy ideas 
is concerned. 

Then Horace came in and we groaned. It is 
practically impossible to entertain any idea of 
your own, even if you have one, when Horace 
comes in. Because Horace makes you entertain 
his ideas. And some of Horace’s ideas are very 
tough to entertain. 

Horace is a Junior in our Research dept. and 
a true statistical Christian. He shepherds facts, 
relentlessly tracks them into the deepest abysses 
of speculation, trails them up to the peaks of 
absurdity. No fact is too small, too mean, too 
trivial for Horace to take in and treat kindly and 
tuck away in his mental Shaw-Walker. And 
when the time is ripe, Horace takes out his fact 
and brandishes it before you with the stubborn 
zeal of a Mormon missionary. 

For days Horace had been gloating over the 
1930 U. S. Census. If we catch Horace gloating 
we usually duck out of the office and head for 
some advertising agency reception room where 
there are comfortable chairs and copies of the 
better magazines. This time we were too late. 

“Did you know,” said Horace, “that The 
News circulation includes 382 garbagemen?”’ 

“How do you know that?” 

“Hypothesis,” said Horace kindly. 

“Say, what the hell is this? Hypothetical 
garbagemen—”’ 

“Do you know,” said Horace in the tone of a 
fond grandmother urging a small child to eat 
spinach, “‘that The News reaches two families 
out of three all over New York City, in district 
after district?” 


“Uh huh...” 

“You know, I presume,” said Horace, still 
condescending, “something of the law of 
averages?” 

“So what?” 

“Then the average readership among two- 
thirds of the families holds through any classifi- 
cation of population and consequently The 
News has two-thirds of all kinds of population” 
—Horace laid down a typed sheet—‘‘including 
garbagemen.”’ 

The typed sheet was headed ‘Occupations 
in New York City, U. S. Census 1930.’ Horace 
took his departure jauntily. 

We got the point. 


* * * * * 


Ger a load of this garbageman idea. 

Some newspapers brag about all the bankers 
and brokers and lawyers they have—as if that 
were something. Bankers and brokers haven’t 
been able to do much but read of late years. 
And lots of lawyers always had lots of time. 
Why, The News alone, among its two-thirds 
family coverage, has some 15,105 bankers, 
brokers and money lenders; and 12,186 lawyers, 
judges and justices! (The classifications are the 
Census Bureau’s—not ours!) 

But what other publication can deliver 382 
garbagemen to its advertisers? 

The garbageman has a city job, hard to lose, 
and makes good, steady money. His work keeps 
him out in the Great Outdoors, so he eats a lot. 
In the winter he wears two or three sets of 
sweaters and overalls—which is more than you 
can say about a banker! His profession makes 
him familiar with the better things of life. He is 
married, supports a wife and kids. He represents 
an important market for garbage pails, ash cans, 
rubbers, trucks, gasoline, eau de cologne— 

But don’t get the idea that The News is a 
trade paper for garbagemen. We didn’t get this 

class of reader by telling him 
how to do his job better, or 
by running snappy pieces on 
Loading To The Leeward, or 
The Rolling Load vs. The 
Shoulder Lift. We got him just 


NEW YORK'S 


Tribune Tower, @hicago * Kohl Bldg., San Francisco + 220 East 42np StrEET, New York 


99 


because he likes the newspaper most people in 
New York like—and buy and read! 


Mass circulation is like that, despite what 
you think. It includes garbagemen and bankers 
and lawyers and everybody, and their wives and 
children. It covers the market made up of 
everybody, the major market for everything. 
Mass circulation, incidentally, is the only kind 
any newspaper has—any newspaper important 
enough to be an advertising medium; and don’t 
let anybody tell you different! 

The mass circulation of The News, however, 
means that one paper reaches a majority of the 
best and richest market in this country—a 
majority of bankers and brokers and lawyers 
and shipping clerks and business men—and 
garbagemen. 

The News is read by the same kinds of people 
who read any New York paper, but by more 
people of every kind. Two-thirds average cover- 
age—and actual count—gives The News more 
circulation in the best districts than any other 
New York newspaper. This one newspaper, 
moreover, does a better and more effective job 
of presenting your advertising. And it does the 
best job in this best market at the lowest cost. 

Can The News help you sell more of whatever 
kind of people you want to sell? Just try it! 


NEWS 


PICTURE NEWSPAPER 





De Soto Sales 


A. H. Page Has Best Features 
Of Merchandising Program 


Detroit, Aug. 2.—The theory that modern motor cars 
necessitate modern merchandising methods prompted A. 


H. Page, Detroit, to open a new De Soto sales and service | 


headquarters at the junction of two main thoroughfares 
here which points the way for many dealers who are 
anxious to see the books kept in black ink the year around. 
The new De Soto showroom pictured on this page is a 
perfect example of the neighborhood sales and service out- 
let, which many merchandising@— —_—_———_— 
experts believe will be the most —gasoline, oil, lubrication, wash- 
important factor in motor car dis- ing and polishing, as well as 
tribution in the next few years. | heavier service, accessories and 
Located on a well-traveled | parts, 
boulevard adjacent to the wealthy The neighborhood sales and 
Grosse Pointe territory, the new] corvige plan has proven success- 
establishment : 7 
i ll A ful all over the country in accom 
sand a ouedies aia. plishing the two-fold job of car- 
Z : el a0 rying the burden of overhead 


Von, 8 odern and providing contacts with new 
and efficient re- Pp 8 
car buyers. 


pair shop and 
an attractive De 
Soto showroom. 

Out of the high 
rent district and 
away from the 
old time “auto 
row” showroom 
tradition the 
new. establish- 
ment is designed to efficiently 





Picks Personnel 

In the service department the 
Page establishment has two 
grease hoists of the most modern 
type and at the present time a 
complete battery charging plant | 
is being installed. 

Realizing the importance of the 
service station end of the business 





serve the needs of the modern 
motorist. 


as a builder of potential new car | 
customers, Page has selected his | 





The new Detroit establishment | service men with the greatest 
is actually a combination of a} Care. 
retail dealership and a “super- The shop is laid out in such a 
service” station. Besides handl-| fashion that cars can be driven 





Two Joyce hoists make the job of thorough lubrication an easy one 

at the A. H. Page De Soto sales and service set-up just opened in 

Detroit. The picture shows a portion of the service department which 
has already proved popular with passing motorists. 


ing new and used cars, Page pro-|in and out without the twisting 
vides the motorist with the many} and backing that is so usual in 
essentials that the motor car/|the service department of the av- 
owner needs at frequent intervals! erage dealer. 








MODERN STATIONS ARE BUILT OF 


ee: 





BECAUSE this enduring building material lends itself to economical, 
standardized construction. Because it is bright and colorful, has sales 
appeal night or day, always stays clean and attractive. There are extra 
advantages when Porcelain Enamel Stations ace UNIFORM in design. 
They are quickly identified with the cars sold. Prospects and car sales 
ase greatly increased. Consult Austin. 


THE AUSTIN COMPANY 


Engineers and Builders—National Headquarters: 16112 Euclid Ave., Cleveland, O. 
Offices in Principal Cities—Detroit, Michigan, 2842 West Grand Boulevard. 
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Service Outlet Opened in Detroit 





New De Soto Sales and Service Outlet 


‘ ‘ ; 
WRG. ELEN PTonereerc oS 
Pad a" 
" it 
ae | Oe 
a * 
acetone 


A. H. Page, Detroit De Soto dealer, has opened the beautiful new sales and service outlet pictured 

above. Located at the junction of two heavily traveled Detroit traffic arteries, the new outlet brings in 

many customers for gasoline and oil who subsequently become De Soto customers through the car 
display that is a feature of the set-up. 


& 











\ 


Federal Truck 
Completes 25th 


Business Year 





Detroit, Aug. 2.—-Celebrating its 
silver anniversary Federal Motor 
Truck Co. recently issued a book- 
let commemorating the event. 

Twenty-five years ago Federal 
started building a truck whose 
top speed was 15 miles an hour. 


It was delivered by Martin L. | 
Pulcher, then vice-president and 
general manager, to the new 


owner in Massachusetts. The 900- | 
mile trip set a record in endur- 
ance for commercial vehicles. 

The first factory was a modest 
one-story building with a scant 
5,000 feet of floor space, turning 


ITACOZ<rt e) 


out, in the first year, only 115 
trucks. 
| The unpretentious capital of 
$50,000 has today grown to $5,- | 
| 000,000. Expansion has come en- 
tirely from earnings, without 
| additional capital being brought 
jin, and the Federal plant now} 


occupies eight and one-half acres 
of ground, and contains over half | 
a million square feet of floor} 
space. 

The first Federals were confined | 
to one model, a one and one-half | 
ton job with two wheelbases, 120 
and 144 inches. It was a chain 
drive, four cylinder job. The} 
chassis weighed 3,850 pounds and 
was priced at $1,800 at the fac- 
tory. 





| Above is one of the Neon signs that effectively calls attention to the 
new De Soto sales and service outlet recently opened in Detroit, which 


Canadian Automotive 
is described in the accompanying article. 


Exports Show Increase | 


Washington, Aug. 2.—Canadian 
exports of motor and | 








at 60 cents each. Type “70” com- 
pression rings have been reduced 
from 46 cents each to 35 cents. 
Piston rings packed in sets and 


vehicles ring sets and Motor Renewal Kits 
parts during the first six months | Consisting of piston rings and pis- 
of this year were valued at $14,- ton expanders. “gn 


571,610, compared with $10,369,802| Perfect Circle oil rings ; 
in the caameaiiee six t onths | Which formerly cost the car owner | Motor Renewal Kits for popular 


of 1934, an increase of 40.4 per | 87 cents each including Federal| low priced cars also carry cor- 
cent, according to the U. S. De- | Excise Tax can now be purchased | responding price reductions. 


partment of Commerce. 


Foreign shipments of passenger | pu. 
cars totaled 25,915 units, valued at 
$10,097,384 in the current year, | 
compared with 17,633 units, valued 
at $7,249,899, in the six-month 
period of 1934. Exports of trucks 
numbered 7,551 units, valued at 
$2,983,580, compared with 6,107 
units, valued at $2,105,158, while 
the foreign sales of parts were | 
valued at $1,490,646 and $1,014,745, 
respectively, statistics show. 

Canadian exports of automotive | 
products during June, 1935, were 
valued at $1,893,353, compared | 
with $2,903,842 in May and $2,319,- 
815 in June, 1934, it was stated. 












New Price Seale For 
Perfect Circle Rings 
Hagerstown, Ind., Aug. 2. A 
| price reduction on Perfect Circle | 
piston rings was announced today 
by company officials. New low 
prices are effective on Aug. 1, on 
all type “85” oil rings, type “70” 
compressions rings, “70-85” piston | 


| Many of the service station customers who drive in for gas or oil find 
| time to look over the new De Sotos and Plymouths on display at the 
new. A. H. Page sales service station in Detroit. 
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at 
it’s THAT CERTAIN : 
eaapemene 





Ann Dvorak has it in her new picture 
“Broadway Joe”! Mickey Cochrane 
has it! Omaha has it! AND SO HAS 
THE BOHNALITE CYLINDER HEAD! 


Today's leading motor cars have combined the 
skill of the designer with the genius of the engi- 
neer—they have built that certain SOMETHING 
into their products that elevate them to star- 
, dom! Cars with Bohnalite Cylinder Heads are 
\ | better performers— they have more speed, more 
% ‘ power and operate more economically—they 
lead the field because they have that certain 
SOMETHING that satisfies critical buyers! 





The car you sell should be equipped with 
: Nelson Bohnalite Pistons and Bohn Ring True 
oye » Bearings as well as Bohnalite Cylinder Heads 
a @ —the all-star combination! 


CYLINDER HEADS 


Ann Dvorak now appearing 
in “Broadway Joe” 


A Warner Bros. Picture 








BOHN ALUMINUM & BRASS CORPORATION 


Executive Offices — Lafayette Building, Detroit, Michigan 
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ahiiies Diversion of Road Funds For Traffic Toll — 


McDonald Pleads For 
Protest A gainst Practice 





Washington, Aug. 2.—America’s 
mounting traffic toll in lives and 
injuries is due largely to state 
governments that “are diverting 
a large portion of gasoline taxes 
and motor vehicle license revenues 
to purposes other than highway 
and street construction and main- 
tenance, and traffic law enforce- 
ment,” it was charged here this 
week by William P. McDonald, 
president of the American Road 
Builders’ Assn. 

In an official statement, Mc- 
Donald declared an adequate 
highway and street improvement 
program is being thwarted by the 
diversion of millions of dollars 
from roads to other uses, and 
that “this astounding and grow- 
ing diversion is an outright con- 





for positive, 
trouble-free 
performance 


Specify 


TRU- 
LAY 


PUSH-PULL 
CONTROLS 





gre 


Pins or 
rattle-pr 


AMERICAN 


eau 


PUS H—> 
— PULL. 


fiscation of the money needed to 
expand and safeguard the Ameri- 
can highway system.” 


Appeal was made by McDonald | 


to the 25,000,000 automobile and 
truck owners in America to wage 
a relentless campaign to “end 
the diversion of funds that prop- 
erly should be used for highways 
and streets.” He said the issue 
must be settled by state legisla- 
tures, and predicted that “unless 
the legislatures take proper ac- 
tion the motoring public, compos- 
ing 60 per cent of all voters, will 
be compelled to follow the ex- 
amples of four. states. that, 
through constitutional amend- 
ments, have placed these revenues 
beyond the reach of their legis- 
latures.” 

























Tru-Lay Push-Pull 
Controls are positive, 
trouble-free, manually- 
operated controls... . 

They consist of Tru-Lay 
Preformed Cable encased 
in a steel covering which 


in turn is enclosed in a flex- 
ible metal housing that is 


ase-tight and water-proof. 


. Tru-Lay Push-Pull Controls 
perform flawlessly, require no 
adjustments, no rods, toggles — 


cotters, therefore they are 


oof.... They outlast the 


car....Consult American Cable En- 
gineers regarding Tru-Lay Push-Pull 
Controls and their adoption for gear 
shifts, throttle controls (including those 
for rear engines) overspeed controls on 
transmissions and axles, brake controls, etc. 


CABLE COMPANY 


General Motors Bldg., Detroit, Mich. 


An Associate Company of the American 
hain Company, Inc. 


Manufacturers of the famous 


WEED TIRE CHAINS 
IN BUSINESS FOR YOUR SAFETY 







Fe 


CONTROLS 











McDonald’s statement follows: 
“The American citizens are ap- 
palled by the increasing motor 
traffic toll in lives and injuries. 
Figures 


compiled for the past | 


Controls Voltage 


year show that 100 persons are | 


automobile 
in 


killed in 
every 24 hours the 
100 persons was injured in such 
accidents during the year. 
Blames Highways 
“A considerable portion of these 
casualties is due, of course, to 
reckless driving and other causes 
not related to inadequate high- 
ways and streets, but a much 


larger portion is due to lack of 


proper travel arteries. 


“The motoring public is entitled | 


to know the truth—that an ade- 
quate highway system is being 
thwarted by state governments 
that are diverting a large portion 
of gasoline taxes and motor ve- 
hicle license revenues to purposes 
other than highway and street 
construction and maintenance. 


“Diversion of funds originally 
levied upon the theory that they 
would be used for road improve- 
ment now totals approximately 
$200,000,000 annually. This as- 
tounding and growing diversion 
is an outright confiscation of the 
money needed to expand and 
safeguard the American highway 
system, It is approximately one- 
fourth of all the gasoline and 
motor vehicle license revenues 
collected by the states, and turns 
into channels unrelated to high- 
ways money that would provide 
the margin of safety so badly 
needed to protect lives and ex- 
pedite traffic on roads and streets. 


“In addition to the dangers 
they encounter when they do ven- 
ture on the highways, millions 
of residents of rural communi- 
ties are being kept in isolation by 
rough, muddy or dusty roads be- 
cause there are no funds available 
for their improvement. Rural edu- 
cation, too, is being retarded be- 
cause of roads that will not per- 
mit the easy, safe movement of 
buses carrying children to con- 
solidated schools. Farmers are 
losing money because they do not 
have speedy access to markets. 

“True, the $200,000,000 annually 
that is being diverted from high- 
way funds would not be sufficient 
to improve all the rural roads, 
but it would go far toward re- 
lieving the acute situation that 
prevails in many communities. 


Revolt Foreseen 


“Gasoline taxes and motor ve- 
hicle license revenues provide 
practically the only feasible meth- 
od of building and maintaining 
highways and secondary roads. 
Motor vehicle users raised no seri- 
ous objection to these taxes and 
license fees as long as they were 
assured that the funds would be 
spent for highways. But they 
do object to being singled out for 
unreasonable assessments used 
for general purposes or for spe- 
cific causes not related to high- 
ways. 

“This opposition to diversion of 
gasoline taxes and motor vehicle 
license revenues will increase, and 
unless the state legislatures take 
proper action to end the diversion 
of funds that properly should be 
used for highways and streets, 
the motoring public, composing 
60 per cent of all voters, will be 
compelled to follow the examples 
of four states, that, through con- 
stitutional amendments, have 
placed these revenues beyond the 
reach of their legislatures. 

“The American Road Builders’ 
Assn. recognizes that the states, 
like individuals, have had serious 
financial problems during recent 
years. Yet, no real benefit re- 
sults if action that aids one per- 
son or one cause throws another 
person out of employment on 
highway work, which is the case 
when highway funds are diverted. 

“There are a few states that 
have refused to divert their high- 
way funds to other purposes, and 
these states should be com- 
mended.” 


accidents | 
United | 
States, and that one out of every | 


| weather conditions 













A new “voltage control” device that increases the life of all electrical 


equipment is now in use on de luxe Plymouth models. 


Located on 


top of the generator, it consists of a pair of contact points held closed 
by a spring and opened by a magnetic coil connected across the gen- 


erator terminals. 


Philip J. Kent, chief electrical engineer of Chrysler 


Motors, displays the unit. 





Plymouth Engineers Devise 
Control to Save Batteries 


Detroit, Aug. 2—A fundamental 
improvement in the method of 
controlling the output of automo- 
bile generators, designed to in- 
crease the life of batteries, light 
bulbs and ignition breaker points, 
has been developed here. 

The improvement involves the 
use of a new “voltage control” 
device which automatically ad- 
justs the general output to fluctu- 
ating “loads” on the electrical 
system and the varying require- 
ments of the battery. Battery 
needs vary with changing 
and the new 
control method is designed to 
take care of changing tempera- 
tures. 

The “voltage control” device 
was developed for popular use on 
passenger cars by Chrysler Mo- 
tors electrical engineers. It is 
now on all deluxe Plymouth cars. 
A similar control method has been 
used on some large bus generators 
and in other special cases. 

Philip J. Kent, chief electrical 
engineer of Chrysler Motors, who 
supervised the development work, 
explained the operation of the 
new unit. He said: 

“In the normal position of the 
contact points, the generator op- 
erates with a normal field winding 
and with a third brush to control 
the current output the same as on 
previous generators. However, 
when the voltage at the generator 
terminals exceeds a certain pre- 
determined value, the relay points 
open, introducing a resistance into 
the field circuit of the generator. 
The weaker field reduces the 
charge rate or output of the gen- 
erator. This means of control 
makes it possible to use a setting 
of the third brush that will pro- 
duce what would normally be con- 
sidered an excessive high output 
to take care of the heavy “load” 
when the lights, radio and other 
electrical devices are in operation. 

“The high charge rate also is 
available after ‘cranking’ the en- 
gine to quickly bring the battery 
back up to a fully charged condi- 
tion. When the battery is fully 
charged and the voltage is up, the 
relay points open, reducing the 
charge rate and voltage on the 
electrical system to a point where 





it is not dangerous to the lamp 
bulbs and contact points. Operat- 
ing on the reduced charge rate 
the voltage of the battery will 


‘gradually drop until it reaches a 


predetermined point. The contact 
points close at this point, shorting 
out the resistance in the field cir- 
cuit and again permitting the 
charge rate to go back to the 
higher value. 


“Through this cycle of opera- 
tion the generator output is auto- 
matically and continually adjusted 
to the load and battery require- 
ments. The relay device is com- 
pensated for temperature, so that 
the voltage at which the points 
open and close are automatically 
adjusted to the requirements of 
the battery for summer and 
winter operation. 

“The relay also works in such a 
way that when the lights, radio or 
other heavy ‘loads’ are thrown on 
the generator the voltage is re- 
duced sufficiently to open the 
points, resulting in the higher 
charge rate. On the other hand, 
when operating in the daytime 
without ‘load,’ the generator will 
operate on the higher charge rate 
only long enough to bring the 
battery up to the fully charged 
condition. On long day runs the 
low charge rate prevents exces- 
sive charging and heating of the 
battery, thus insuring long life.” 


Studebaker Corp. Breaks 
Truck Export Records 


South Bend, Ind., Aug. 2.—Ex- 
port shipments of Studebaker 
trucks for the first seven months 
of 1935 are 22 per cemt greater 
than for the same period last 
year, according to R. G. Hudson, 
commercial vehicle manager of 
the Studebaker Export Corp. 

“What makes this record parti- 
cularly noteworthy,” said Hudson, 
“is the fact that in 1934 we sold 
more trucks overseas than in any 
other previous year in our history. 
It is also significant that while 
total American truck exports de- 
clined during the first six months 
of 1935 as compared with the first 
half of 1934, Studebaker sales have 
broken all records.” 
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Eight States Cut Registration Fees This Year 


Only Two Raise Rates; 
Apply Only on Trucks 





New York, Aug. 2.—Motorists 8 
eight states will profit from re- 
duced registration fees as a result 
of measures passed during the 
first half of the current year, 
records of the American Petro- 
leum Industries committee reveal. 

In Connecticut, Georgia, Ten- 
nessee, and Utah the registration 
fees on both passenger cars and 
trucks have been decreased. In 
North Carolina and Vermont re- 
ductions were made on passenger 
cars alone, while in Oregon and 


Washington truck fees only were | 


reduced. 


Boost Truck Ante 

Maine and South Dakota were 
the only states in the union to 
increase registration fees, and in 
both states the increases apply to 
trucks only. 

In Connecticut passenger car 
fees were changed from a piston 
displacement to a weight basis. 
Under the new law, the rate is $7 
for all cars weighing less than 
3,500 pounds. For those above 
3,500 and less than 4,500 pounds 
the rate is $9, while for all cars 
over 4,500 pounds the rate is $11. 

In Georgia the registration fee 
has been changed from 50 cents 
per 100 pounds to a flat fee of $3 
per car. North Carolina fees have 
been reduced from 55 cents for 
each hundredweight to 40 cents 
a hundredweight. Tennessee has 
changed its rate from a horse- 
power to a weight basis. Under 
the revised statute, passenger cars 
weighing less than 3,500 pay $7.50, 
and those weighing more pay $10 
each. 

Utah’s Flat Fee 

In Utah the rate has been 
changed from a horsepower basis 
to a flat fee of $5, while Vermont’s 
weight taxes have been reduced 
$2 to $6 per vehicle. 

In most states the registration 
fees paid by trucks vary accord- 
ing to size. Truck rates under 
the new Connecticut law vary 
from 30 cents per hundredweight 
to 60 cents per hundredweight. 
In Georgia a flat fee of $3 has 
been substituted for the former 
weight taxes which ran as high 
as $1,125 a year. 

Otregon’s new truck rates range 
from 30 cents per hundredweight 
to 90 cents per hundredweight, 
and in Tennessee they range from 
$15 to $125 per vehicle. In Utah 
trucks will now pay from $5 to 
$125, while those in Washington 
will pay $10 to $250. 

Maine, one of the two states 
which raised its rates on trucks, 
has increased its maximum fee 
from $150 to $300. South Dakota 
has raised its minimum rate from 
$30 to $40, and its maximum fee 
from $200 to $250. 


Fisher Guild Adds 


To Number of Judges 

Detroit, Aug. 2.—-With the num- 
ber of traveling coaches received 
in the apprentice class competi- 
tion exceeding all expectations, 
officials of the Fisher Body 
Craftsman’s Guild late yesterday 
announced that the number of 
judges for this region would be 
increased from three to six in an 
effort to complete the work within 
a reasonable period. 

The competition closed last 
night at midnight, and the judg- 
ing will be commenced at the De- 
troit Institute of Art, at 1:00 p.m. 


today. The exhibit will remain 
open until 5:00 p.m., as it will 
each day during the judging 


period with the exception of Mon- 
day. It will likewise be open 
from 7:00 to 10:00 p.m. Tuesday, 
Thursday, and Friday. Arrange- 
ments have been made for an at- 
tractive display of the models, 
with ample space to accommodate 
the large number of visitors that 
are expected. 

The coaches to be judged at the 
Institute of Art are the work of 
boys of from 12 to 19 years of 











E. K. Williams Heads 


Mitchell Specialty 
Philadelphia, Aug. 2.—Mitchell 
Specialty Co. announces the elec- 
tion of Ernest K. Williams as 
president and director succeed- | 





age, who resi s- |; : ; Washington, Aug. 2.—Sponsor- 

ae reside in Michigan, Wis ing J. J. Seitz, who died recently.| ,:"° & Ss re ; 

consin, Illinois, Indiana and Ohio. Wil | ship by the American automobile 

Sixteen cash awards are being | ‘ ae te to the company industry of a motorcade from 

. . > y | 

offered the winners in each state. ota and one a years a80 485 | Detroit to Mexico City—using the 
. ; sana] | Sales engineer wo years ago : : 

There are also two regional | ** & : Ni |newly opened highway south of | 


| 

| : 

| he was made assistant to the pres- 
| ident and has been acting presi- 
dent during the past six months. 


awards consisting of trips to the 
Guild convention at Quebec, Aug- 
ust 21-24 inclusive. 


Biggest ju une » Sales 


the Rio Grande—is a_ project 
which now is under serious con- 
| sideration, it became 
today. 

Although it was learned that all 


Pontiac Holds Picnic 








Chicago, Aug. 2.—The biggest : : : : 
June Cashes sales in the Ciltans Pontiac, Mich, Aug. 2.—Ten plans are still highly tentative, at 
territory is reported by B. G. Sykes,| thousand Pontiac Motor Co. em-/1s understood that it has been) 
president of Bird-Sykes Co., Graham | Ployes and their families spent the | proposed that the motorcade leave | 
distributors, with a gain of 65 per| day at Walled Lake today. Detroit immediately after the} 
cent over June, 1934. He added Complete sports programs were|New York automobile show. 
that he expects a continued upward] run both in the morning and after- | 
trend during the second half of this} noon. H. J. Klingler, president and | It also was learned here, from 
year in view of the still unsatisfied | general manager of the company,|® report to the U. S. Department 
replacement demand. pitched the first ball. | of Commerce, that word of the 


Automobile Industry 
Send Motorcade to Mexico 


known here} 


May 


general proposal has been heard 
by the Mexican automotive trade, 
and that intense interest has been 
aroused in the plan. Especial in- 
terest attached to the report that 
|/an automobile show would be held 
lin the Mexican capital upon ar- 
rival of the motorcade, it was 
| stated by Horton Henry, assistant 
| trade commissioner. 

Discussing the proposed motor- 
cade and exhibition, the depart- 
ment said: 


“... Both projects will serve 
not only to stimulate greatly sales 
/of new models, but still further 
promote good will between the 
United States and Mexico”. 


HYDRAULIC 







is selling 
automobiles 


Hydraulic Braking is a definite, tangible 
sales asset—there’s no longer any question 
about it. Its value as such is steadily grow- 
ing. The number and the character of the 
automobiles and commercial vehicles 
equipped with hydraulic braking make 


competitive disparagement most difficult. 


The reasons for the enormous popularity 
of Hydraulic Braking are many and plain. 
It provides an easy, cushioned pedal. Pres- 
sure is enduringly equalized. No lubrica- 


tion is needed. No noise is created. Dealers’ 





Four BRAKES Wheel 


service overhead is appreciably lowered. 
Sales appeal is added. Owners are brake- 


enthusiastic. Factory installation cost is less. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN 


LOCKHEED HYDRAULIC 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 





under the heading 
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Broadside Outlines Potential Oil and Gas Sales 


Socony-Vacuum Co., Program| 


In Line With ADN Campaign 


Detroit, Aug. 2.—Definite figures 
on the sales potential for gasoline, 
oil, grease, accessories and so 
forth per customer per year are 
contained in a broadside just is- 
sued by Socony-Vacuum Co. to its 
dealers in the Detroit area in its 
drive to add 50,000 new customers 
at its many stations in Michigan 
during August. These figures are 
in line with efforts being made by 
ADN to urge dealers to adopt the 
neighborhood sales and_ service 
type of dealership operation in 
that they point directly to the 
profit possibilities in handling 
gasoline and oil in addition to the 
sale of new and used cars. 


ADN has consistantly pointed 
out that sales of gasoline and oil 
coupled with greasing operations 
and light repairs is a source of 
real profit to the dealer which 
should be cultivated and in addi- 
tion such sales increase the num- 
ber of dealer contacts with car 
users and broadens his field for 
new and used car prospects. 


The Socony-Vacuum broadside 
“What One 








THEY’LL DO IT 





USED CAR BUYERS SNAP UP 


THE JOBS YOU 


NEW GOODYEAR TIRES 


New Customer a Year Means to 
You” — results of a six months’ 
check-up of car owners — shows 
that his annual requirements are: 


550 gallons of gasoline, 
12 gallons of lubricating oil, 
10 pounds of gear grease, 


10 complete chassis lubrication 
jobs, 

1 or 2 tires and tubes (replace- 
ments), 


% battery or two batteries a 
year or a larger battery to 
take care of the equipment 
being added, 


3 to 4 gallons of anti-freeze, 
$10 worth of accessories, special- 
ties and miscellaneous items. 


Clear profits on these itéms are 
estimated as close to $45 net per 
customer. A further check-up of 
these figures with neighborhood 
station dealers in the Detroit area 
shows that a number of them are 
actually accomplishing such re- 
sults and further substantiates the 
ADN stories of how the success- 
ful neighborhood dealer can pro- 


EVERY TIME! 





EQUIP WITH 


THEY look first at the rubber — 


don’t 


tant. 


Pathfi 


win a 








THESE GOODYEAR PRODUCTS HELP 


TO MOVE USED CARS ALSO 


Little things, perhaps, but often they 
loom large in closing or losing sales. 


eae AE ES AE ARNIS ER 


You move your stock faster — at 
better prices — that’s most impor- 


profit, 


better deal too. 


Call Goodyear Man— 


$20 to °25 


a car usually does it 


they? When the tires are 


new Goodyears — with Goodyear 
houseflag on sidewall — they get 
into the car. And the rest is duck 
soup for you. 


Also you get back, with a 
what you put into Goodyear 
nder or Speedway tires. You 
ll ways—and give buyers a 


Floor Mats 


Top Dressing 
Step Tread * Touch-up Enamel 





Body Polish 
Fan Belts 


Spark Plugs 
Radiator Hose 








Auburn’s Sinesusina Funeral Car 


a ROOTS Le sot Ne aati Oe) 





With orders already exceeding expectations Auburn has launched production of the new funeral car shown 


above. 


duce profits which will pay the 
overhead, leaving the car sales 
and service profits to pay divi- 
dends on the investment. 


In its campaign Socony-Vacuum 
give the gasoline dealer a list of 
10 things to do which might well 
be interpreted as the 10 com- 
mandments of good business and 
will apply to 
dealer. The first injunction is to 


|greet the customer courteously. 


“Friendly service,” says the bulle- 
tin, “should be made to mean 
something to every car driver 
that comes up to the pumps. Re- 
member that the first impression 
the motorist gets is what will 
bring him back again for his sup- 
plies.” The next point is “You 
build confidence in the efficient 
way you go about your business 
of giving Friendly Service.” 
Confirms ADN Program 


Down the list of the 10 points 
which the dealer is expected to 
follow are practically all the 
points which Automotive Daily 
News has pointed out from time 
to time to the motor car dealer 
as to how to handle the consumer 


buyer. The climax of the list is 
the last point in the program 
which reads, “Make your station 
look friendly. Keep the place 


clean and inviting,” followed by 
what ADN has continuously 
stressed, “Remember, you must 
completely win your customers’ 
confidence . . . convince him you 
know cars of all makes and how 
to take care of them quickly and 
efficiently . . . or you are likely 
to lose the opportunity to win a 
steady customer.” 
Neighbors Pay Best 

During the past two years 
A.D.N. has carried stories of how 
dealers when contemplating put- 
ting up a neighborhood sales and 
service station as a main plant or 
a feeder plant have made a can- 
vass of the neighborhood to learn 
of its business possibilities. In 
the Mobilgas program the further 
instructions to the dealers starts 
off with calling the dealer’s at- 
tention to the fact that the “car 
owner really runs the dealer’s 
business.” It points out that 
there are two sources from which 
the dealer can draw _ business, 
“Home folks and transients” and 
to follow up that idea the dealer 
is advised to compile a list of all 
the people he knows in the neigh- 
borhood and ask them to buy. 
Then to give the station the 
appearance of business-like clean- 


Where a STOP 
Invites a STAY 


Comfortable rooms. Memor- 
able meals. Smart serviee. 
Convenient location. Rates: 
$1.50 to $3.00 
$2.50 to $5.00 
$5.00 and up 


Single 
Double . 


Suites 


HOTEL LENOX 


140 North St. Buffalo, N. Y. 


Clarence A. Miner, President 


any automotive | . ona 
| program is new in its scope. 








completely equipped. 


liness and efficiency to attract the 
tourist or the motorist passing 
by. 

Next in line to getting the 
names of 100 neighborhood pros- 
pects is to telephone 10 motorists 
every day. Next is call on 10 
people every day to sell the idea 
of the friendly neighborhood 
service. From this point on the 
The 


dealer is advised to go to the 


Sparks » 


The car can be supplied either as a funeral car or ambulance with prices starting at $1,850, 


neighborhood grocer, butcher, 
hardware store, landlord and 
every one with whom he does 
business and urge them to be- 
come customers on the basis of 
their reciprocating by buying 
from the dealer. The next step 
is the active solicitation of com- 
mercial accounts on the basis that 
any new commercial account is 
not only a boost in gallonage, but 
profits as well. 


Chris 
Sinsabaugh 





(Continued from Page 1) 


Manufacturers Assn. “Automobile 
Facts and Figures, 1935 Edition,” 
so hot off the press it burned my 
fingers. Still bragging, ADN’s re- 
view and reference book sorta 
clashes with this, but then “Facts 
and Figures” is a good book too. 

Thumbing it, I find lots of perti- 
nent facts, some of them new 
features with this publication. For 
instances, there are charts show- 
ing that consumer demand fol- 
lows seasonal patterns, which dis- 
closes new passenger car regis- 
trations by months. Another new 
chapter shows that new passenger 
ear registrations in towns under 
10,000 population have increased 
38 per cent and in cities over 10,- 
000, 18 per cent over 1933. Another 
chart discloses that 26 per cent 
of 1934 car sales were 1929 models. 
And we find that 1934 has jumped 
the motorists’ tax check to $1,200,- 
185,000, a six-fold increase in 15 
years. 

While we groan under the straw 
that broke the camel’s back, we 
note that motorists in 24 states 
pay general retail sales taxes in 
addition to Federal excise, state 
license, gasoline taxes and other 
special automotive taxes. 

Going deeper into the tax ques- 
tion the book recites that the 
motorist pays $62.72 in taxes on 
the light car during the first 
year’s use. Too, we note that 
1,121,745 persons are engaged in 
automotive distributing and serv- 
ice trades. News, too, is that 4,- 
117,000 persons are supported by 
federal and state highway em- 
ployment in July, 1934. Motor 
transport has created employment 
for 5,065,000, employed directly, 
an increase of 12 per cent of those 
gainfully employed. Taxes paid 


by the petroleum industry in 1934 | 


totaled more than a billion dollars. 
of * * 


BOILED DOWN, the AMA fore- 
word to the book tells us that in 
1934 production increased 44 per 
cent, domestic retail sales 32 per 
cent and foreign sales 76 per cent 
over the preceding year. Employ- 
ment rose 44 per cent and pay- 
rolls expanded 59 per cent above 
the previous year. And we lamp 
the significant statement that 
“Although the replacement 
market absorbed practically all 
new vehicles sold, there appeared 
a not inconsiderable number of 
buyers who bought a car for the 
first time.” 

+ 








invited to a luncheon tendered by 
the Toledo Scale Co., which was 
giving a preview on a new scale 
at the Biltmore, until I got there 
and discovered that the president 
of the company is none other than 
Hugh Bennett, who made his 
mark in the automobile industry 
with Studebaker before he donned 
the brass hat he now is wearing. 
And my respect for Hugh Ben- 
nett was greatly increased when 
I learned that his father was 
George W. Bennett, one of the 
most dynamic sales manager in 
the automobile industry in its for- 
mative stages—with Rambler, the 
forefather of the present Nash 
and Willys-Overland in the days 
when it was so prominent a fac- 
tor. 


Young Bennett didn’t coast 
along on his father’s reputation. 
After he came out of the war he 
made a rep for himself with 
Studebaker and later took over 
Toledo Scales and made it one 
of the greatest factors in that 
particular business. He certainly 
has been a chip off the old block. 


But he threatens to be heard 
of again in the automobile indus- 
try through the Toledo Synthetic 
Products Co., which is nurturing 
plasken which may become a 
body material in the automobile 
business. 


Blood Heads Truck Assn. 
During Rodgers’ Illness 


Washington, Aug. 2.—John W. 
Blood, first vice-president of 
American Trucking Assns., Inc., 
has taken charge of the national 
headquarters office here pending 
recuperation from his illness by 
Ted V. Rodgers, president. 


Rodgers was stricken in Grand 
Rapids, Mich., recently while he 
was addressing a group of high- 
way carriers. He was taken to 
the Butterworth Hospital, where 
it was thought he would have to 
undergo an operation for appen- 
dicitis. Further diagnosis, how- 
ever, diselosed that Rodgers was 
suffering from kidney stones. 


He was taken to his home in 
Scranton last Wednesday and 
placed under care of a physician. 
It is believed an operation will 
not be necessary, but two or three 
weeks of rest have been pre- 
scribed to put the prxesident of 


I DIDN’T KNOW why I was' ATA back into his usual trim. 





Eastman Sees Benefit 


To Trucks, 


Washington, Aug. 2.— Govern- 


ducts here, 


ment officials and a truck opera- | 


tors’ group united today in ex- 
pressing satisfaction with House 
passage of a Senate-approved bill 


| which, 


regulating interstate movement of | 


buses and trucks. 


“TI think the legislation will have 
a very beneficial effect on the 
whole transportation situation.” 
Joseph B. Eastman, Federal co- 
ordinator of transportation, said. 

‘It will help the railroads. It 
will also help the truck and bus 
industries and it will not elimi- 
nate competition in the trans- 
portation field.” He said he did 
not believe Federal regulation of 
buses and 
higher rates. 

J. W. Blood, 
the American 
Ine., said operators 


vice-president of 
Trucking Assn., 
would “be 


delighted to co-operate with the | 
Commis- | 


Interstate Commerce 
sion.” 

“We have been working for 
some time for reasonable and fair 
regulation and this fills the gap,” 


Blood said. 


The bill now goes back to the | 


Senate for concurrence in several 
minor amendments. 

Urged early in the session by 
President Roosevelt, it places 
both common and contract carri- 
ers, buses and trucks, under the 
Interstate Commerce Commission, 
but generally exempts private 
truckers and trucks hauling farm 
products, fish, shell fish, or news- 
papers and farm 
trucks. 
ject to safety regulations. 

One House amendment provides 
for state commissions to aid 
framing and enforcing regula- 
tions. 


De Soto Dealers 
Report Sales 


trucks would mean | 





co-operative | 
All, however, will be sub- | 


in | 


| alternating flashes 
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Interstate Truck Bill Wins United Approval 


Railroads 


has just introduced a | 

stop signaling device 
it is claimed, state police 
officials, as well as others, inter- 
ested in the nationwide safety | 
program, say will go a long way 
towards preventing rear end col- 
lisions. 

The device is on the order of | 
the railroad flasher signal and is 
placed on the inside of the rear 
window of any car or may be | 
placed on the rear end of a truck 
or trailer. On cars it is placed | 
on the lower edge of the glass | 
panel, for the reason that it has | 
been found that any rear end sig- | 
naling device placed at the eye 
level of the driver of the over- 
taking, or following car, 


safety | 


type of rear signals. 


The hook-up to the brake pedal | 
is exactly the same as has been | 


but instead of a 
two red_ lenses 
inches apart begin 
the moment 


used for years, 
steady flash, 
placed nine 


| the car operator begins putting 





Near 100,000) 


Detroit, Aug. 2. 
steadily with the extremely high 
temperatures in all sections, new 
car sales by De Soto dealers 
neared the 100,000 unit mark this 
week to approach an 
yearly record. 


In 30 weeks this year, the 


on his brakes. The red flashes 


continue until the pressure on the | 


brake pedal has been released. 


 Seelis U.S. Coutts 


Okay to Sell 


Austin Plant 


Pittsburgh, Pa 


ican Austin Car Co. of Butler 
took a decisive step forward today 
when R. O. Gill, liquidating trus- 
tee and former president, 
tioned Federal court for authority 
to sell the plant to R. S. Evans, 
of Atlanta, Ga. 


Gill revealed that he received a 
bid of $5,000 last week from Ev- 


|} ans, who in the last three years 


has distributed 70 per cent of the 
midget automobiles to the retail 


| market. 


Climbing} 


all-time | 
| quent 


period from Jan. 1 through July | 


27, De Soto dealers delivered 
total of 95,571 new Plymouth and 
De Soto cars. 


| A. Baker and E. 
This figure ex- | 


a | 


ceeds the total deliveries reported | 


for any entire year previous to | 
1934, and was within 6 per cent | 


of the deliveries for all of last 


year. 


Commenting on the increased 


dealer business, L. G. Peed, vice- | 
said that 


period have exceeded De Soto de- | Chick Says Two-Door 


president of De Soto, 
De Soto sales alone during the 


liveries for the same period last 
year by more than 10,000 units. 
He said the dealers delivered a 
total of 16,608 De Sotos in the 
30 weeks this year, compared with 
6,254 De Sotos in the correspond- 
ing period of 1934. 

“Our De Soto sales to date this 
year are up 165.6 per cent over 
last year and 50.9 per cent above 
1933 figures,” he said. “De Soto 
dealers sold almost as many De 
Sotos at retail 
period this year as they did dur- 


ing the first 30 weeks of 1933 and | 


1934 combined.” 


Plymouth sales by De Soto deal- | 


ers show a substantial margin 
of gain over last year. The deal- 
ers delivered 


in the 30-week | 


78,963 new Plym- | 





ouths to retail buyers during the | 
period, compared with 59,113 units | 


in the same period a year ago. 


Flasher Operates From 


Wheaton, Ill., Aug. 2.- Adding | 
to the growing safe driving cam- 
paign W. Grover, cof Motor Pro- 


Should the sale be 
Evans also would assume 


approved, 
liabili- 


‘| ties for the $150,000 first mortgage 
| held 


by Pullman-Standard Car 
$35,250 in defaulted mortgage 
and $33,849.83 in delin- 
Butler city and county 


Co., 
interest 


taxes, 

Federal Judge R. M. Gibson 
appointed J. R. Freeze, William 
O. Spotts as ap- 
praisers to inventory the 
idle since last Dec. 1. 

All the firm’s property, build- 
ings, machinery, merchandise, 


| parts accessories and patent rights 


would be included in the purchase. 
The court set Aug. 20 for hear- 
ing on Gill’s petition. 


Detroit, Aug. 2.—“There is a/| 


| renewal of popularity in the two- | 


door sedan type of body this year 
that is unmistakable,” says John 
C. Chick, general sales manager 
of Cadillac Motor Car Co., “and | 


| the long-distance driving season 


has served to emphasize its ad- 
vantages. 

“I base this assertion largely on | 
the public approval that has been 
given to the LaSalle two-door 
touring sedan as indicated by our 
own sales records this year, as | 
well as to the popularity of that | 
style of body in general. 

“It goes without saying that 
people feel safer at high speeds 
in a two-door sedan than they 
do in any other 5-passenger type, 
especially if there are children | 
in the back seat. There always | 
is the possibility that they will | 


Brake Pedal P | tamper with the rear door handles | 
rake Feda ressure | 


| 


and locks and cause the doors to | 
| fly open which, of course, is ex- | 
| tremely dangerous at almost any | 
speed.” 


central European 


| Motor 
| factory 


|} ness conditions in the 


| worn 


is more | 
easily seen than the conventional | 


, Aug. 2- Liqui- | 
dation of the assets of the Amer- | 





peti- | 


plant, | 


[Palestine Banks So Rich 


They Suspend Interest 
Detroit, Aug. 2.-Nick Freeman, 
and Near East 
manager of the Federal 
Truck Co., is visiting the 
after an absence of near- 
ly a year and a half traveling in 
his territory. 


sales 


A gradual improvement of busi- 
Near East 
and in Central Europe is helping 
the American exporter, according 
ts Freeman. In Central Europe, 
the Balkan States and the Near 
fast many trucks and passenger 
cars now in use are completely 
out and replacements are 
only a question of time, he stated. 
Naturally, a large share of this 
business will come to the United 
| States. 


Certain countries in the Near 


a business 

said. Persia, 
ing ahead 
many 
way. 


standpoint, — 

for example, is go- 
very rapidly and has 
remarkable projects under 
Palestine is another coun- 
try that is progressing; in fact, 
the banks in Palestine have so 
much money that they do not pay 
any interest at present. 


Roberts, Geffs Named to 
EWD Sales Personnel 


Clintonville, Wis., Aug. 2.—Four 
Wheel Drive Auto Co. of this 
city announces the appointments 
of Chester J. Roberts as asst. gen- 
eral manager, and Robert C. 
Geffs as asst, sales manager. 

Roberts has 
with the Nash 
Smith Corp. 
Co. 


been associated 
Motor Co., A. O. 
and Gisholt Machine 


| East are in splendid shape fromager of the industries and tr rade 


For six years he was man- 


promotion divisions of the Mil- 
waukee Assn. of Commerce. 
Geffs comes to FWD with a 
background of 15 years experi- 
ence in motor truck sales. For 
over 12 years he was associated 
with White, Diamond-T Motor 
and Highway Trailer companies. 


N. C. Dealers to Meet 
Wrightsville Beach, N. C., Aug. 2. 
Plans have been completed for the 

first annual convention of the North 

Carolina Automobile Dealers’ Assn., 

which will be held at Wrightsville 

Beach, Aug. 9-10, according to an- 

nouncement by Mrs. Bess B. 

Phoenix, Raleigh, executive secretary 

of the association. 

The principal speakers will include 
Allen J. Maxwell, state commissioner 
of revenue, and Capus M. Waynick, 
chairman of the North Carolina 
Highway Commission. L. A. Raney 
»f Wilmington, president of the 
association, will preside. 


BUT EVERYBODY WANTS 
THE COMFORT OF 


INDIVIDUAL WHEEL 
SUSPENSION 


Last year, Individual Wheel Suspension made people “comfort conscious.” 


| for style—everyone expects the modern car to ride comfortably. 
Gains in Popularity | 


| And this year, while one buyer may want speed, and another may look 


That 


is why buyers in every price class seek the ultimate in riding 


comfort by demanding Individual Wheel Suspension on their new 


cars. For years, they have been conscious of 


Delco-Lovejoy’s contribution to the riding com- 


fort of thousands of automobiles. 


And now, 


in Individual Wheel Suspension, they see an- 


other striking example of how closely Delco- 


Lovejoy is identified with automotive progress. 


DELCO PRODUCTS CORP. - 


DAYTON, OHIO 


DELCO-LOVEJOY suocx'assorsers 
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NADA Puts Selling Costs at $185.95 Per New Car | 


> 


Topping Gross 
Profit Margin 
By $14.76 a Car| 


1) 


the number of new cars handled 
was $171.19 per new car. This 
figure is equivalent to 14.1 per 
cent profit margin after the used 
car allowance has been taken into 
consideration. 

Direct expenses are shown to 
have taken 78.3 per cent of the 
$171.19 gross profit with indirect 
expenses accounting for 30.1 per 
cent of the total, thus leaving a 
.oss of 8.4 per cent on the entire 
vperation. The chief item of di- 
rect expense as may be expected 
is the salesmen’s commissions and 
bonuses, officers and owners sal- 
aries, supervision, clerical and 
miscellaneous expense which com- 
ined accounted for 39.8 per cent 
of the total or $68.08 per new car. 

The second largest item of ex- 
pense was for advertising, includ- 
ing demonstrations and miscel- 
aiineous repairs to used cars. These 
combined items accounted for 15.3 
per cent of the total or $26.26. The 
costs then graduate down with 


(Continued from Page 





Chevrolet Dealer Has 


Prizes for Girls, Too 
Birmingham, Mich., Aug. 2. 
Following up the successful plac- 
ing of a candidate for the De- 
troit tests in the Chevrolet Soap 
Box Derby in their own contest 
in July and which resulted in a 
decided increase in business for 
their sales and service depart- 
ments, the Winningham Chevrolet 
Co. here has started another con- 
test along the soap box derby 
lines. 

The contest now on is one in| 
which both boys and girls can 
qualify. The prize is one of the 
new d.h. Midget racing cars seen 
at all the Soap Box Derby pre- 
liminaries as well as a genuine 
soap box derby contest car made 
by the shop employes of the com- | 
pany. To stimulate interest in the | 
present plan Winningham is giv- | 
ing the boys and girls an oppor- | 
tunity to obtain coupons which | 
are given to car owners who| 
comes in for anything for the car. 
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You don't have to be fussy 


about hotels to appreciate 


Hotel Cleveland » » But 


if youa 
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ye 
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erage gross Profit per new car 
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sale of $171.87. 
pense for selling new cars, 


make-ready costs in third place; | 
rents, depreciation and so forth 
in fourth place; general office ex- 
pense fifth and taxes sixth. pense, $34.45, making a total ex- 
The break-down of the reports| pense per new unit of $123.54 
from 359 dealers as carried in| This leaves an operating profit 
the current NADA Bulletin is as/ per new car unit of $48.33. 
follows: Studying the used car depart- 


| They sold 66,260 new cars and trucks for a total of $56,530,943, 


ee A ee ee errr me Fy 
The sale of these new cars involved the handling and sale of 

111,334 used cars and trucks (ratio 1.68:1) for a total of 

$23,860,023, which shows a value per new car unit sold of.. 360.10 
Or a total sale per new car unit of..............cc cece eee ee «$1,213.27 
They paid for this merchandise to the factory for new cars 

and the customer in used car allowances (the cost of sales) 

CIEE VRRUID Gio ocd 6c eval sevens esac cus eeeetawieens 1,042.08 


Leaving a difference or theoretical gross profit margin per 
new car sale of 
This $171.19 in gross profit had to handle both the new car and the 
used car sale (853.17-+-360.10—$1,213.27) and this gross profit rate on 
the combined sale was, therefore, actually only 141% (171.19= 
$1,213.27—14.1%). 

Thus, whatever the factory discount may have been in average on 
the lines handled, the real discount available to handle car sales 
volume retail was but 14.1% 

Here’s what happened to the gross profit of $171.19: 

This is the way it was distributed according to the combined ope- 
rating statements of these 359 dealers: 


Pet. 

Per New 

New Car 

Direct Expense: Car Gross 
1—Salaries—including salesmen’s commissions and 
bonuses, owner’s and officers, supervision, clerical, 

ESE OCR LEE TOTO N ERIE REECE Ee $ 68.08 or 39.8% 
2—Make-Ready expense, including delivery, installing 

GOOOMMETTOR, BURTRTAES occ cccccerccccscssescecces 19.02 or 11.1% 
3—Advertising, including demonstration expense, mis- 

cellaneous repairs to used CarS.............-+e000- 26.26 or 15.3% 
4—General office expense, including stationery and 
supplies, expense on cars in company use, travel- 
ing expense, subscriptions, dues, legal and audit- 
ing, freight, express and handling, telephone and 
telegraph, postage, heat, light, power and water, 

TOINGOTIDMOOUE GROGHOE oo cccccccccccsccossscveseces 5.76 or 3.3% 
5—Rent and leaseholds, including maintenance and 

depreciation buildings and equipment............. 13.49 or 7.8% 

a DD BOGIMNOD os siicic ce cccesescwegtesenkeess 1.76 or 1.0% 

Making a direct expense total per new car unit of...$134.37 or 78.3% 


51.58 or 30.1% 


Indirect expense pro-rated 


Making a total expense, direct and indirect, per new 
car unit of $185.95 or 108.4% 


Leaving a net loss on the sale of $80,390,966 worth of 
new and used cars—per new car unit of 








14.76 or 84% 


Taking the new car sales alone, ® . 
and eliminating the used car|ment operations reveals that in 
sales, it is found that the state-/ selling 111,334 used cars for a 
ments of the dealers show an av-| total dollar volume of $23,860,023, 
these 
}used cars $23,905,144, an average 
allowance of $214.71, or $0.405 per 
| used car more than they received 
from their sale. 
ratio of 1.68:1 used car sales to 
new car sales, this shows a gross 
loss on used cars per new car 
sale of $0.68. The direct expense 
|in selling these used cars and 
trucks per new car unit, was 
| $45.28, the indirect expense $17.13, 
making a total expense of $62.41. 
The operating loss therefore in 
| the used car department per unit 
sold was $63.09. 

As shown above, this loss in the 
used car department consumed all 
|the new car profit and ate into 
| the profits from other depart- 
|}ments at the rate of $14.76 per 
new unit. 
| “From the _ foregoing,” 
| NADA Bulletin says, “the need 
| for positive, effective used car 
control becomes’ very 
| Unless used car allowances can 
| be controlled, the profit oppor- 
| tunity for the dealer is destroyed. 
It is easy to say that dealers, 
| themselves, should control 
allowances to save intact their 
new car profit, but 
familiar with the competitive con- 
ditions in this industry, particu- 
larly among dealers handling the 
same make 
cities, knows that any control 
must come from the same source 
that establishes the new car de- 
livered price. That source is the 
manufacturer. 
pressure for per cent of price 
class, for new car volume, they 
compel dealers to disregard good 
business judgment and force them 
to place their merchandise on the 
public auction block. 

“Too many dealers, on the one 
hand, and too little care in the 
selection of dealers are factors 

(Continued en Page 21, Col. 5) 
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LAN LZ aw 


The direct ex- 
per 
new car is $89.09, the indirect ex- 


Based on the | 


the 


their | 


any one} 


in multiple dealer | 


20.06% or $ 171.19 | 


359 dealers paid for these | 


60 Is Fast Enough, Says B. O. 








The “Old Master of the Roaring Road,’ Barney Oldfield is on a 
national tour again for Plymouth. Traveling below 60 miles an hour 
in his Plymouth coupe he will preach the gospel of safety to millions 





|}about plans for 


| for sustained high speeds, but our 


| for any length of time. 


| of American motorists. Barney will also officiate as an official at 


26 automobile race 


meets this summer. 


60 M.P.H. Fast Enough For 


Detroit, Aug. 2.—A_ mile 


| minute is “fast enough” for any- | 
lone to go anywhere at any time| 


lof the day or night on present- 
| day public highways, according to 
Barney Oldfield, veteran 
driver. 

Oldfield, who is claimed to have 
set more racing records and 
driven more miles on the high-| 
ways than any other racer or| 
motorist, is here conferring with | 
Plymouth Motor Corp. officials | 
a national tour | 
interests of | 


this Summer in the 
safety education. 

“The modern motor car is built | 
to go much faster than a mile a 
minute,” Oldfield pointed out. | 
“Even the lowest priced cars will | 
do 75 to 80 miles an hour without | 
apparent effort. 


“Today’s automobiles are built 





present-day heavily-traveled high- 
ways are not. There are only a 
few highways in America today 
where the average motorist can 
keep his foot on the floorboard 
That’s the 
chief reason why I feel that a 
mile a minute is fast enough for 
anyone on our present highways. 


“Some day we may have one- 


| way super-highways between our 
evident. | 


leading cities, where a motorist 
can speed 80 miles an hour in 


| safety, but we haven’t got them 


now.” 

Oldfield declared that automo- 
bile manufacturers built 80-mile- 
an-hour speeds into the new cars 
for greater operating efficiency 


|}and economy at normal speeds. 


He emphasized the fact that they 
did not put high speed into their 
cars as a challenge to heavy- 


| footed reckless drivers. 


An automobile capable of 80 
miles an hour top sped is built to 


| cruise at 55 and 60 miles an hour 
In their constant | 


without any strain on the engine 
or other operating parts,” he said. 
“The high speed engine is just 
loafing along under wraps at a 
mile a minute. Naturally, it uses 
less gasoline and oil.” 

Oldfield, whose name has been 
synonymous with daredevil speed, 
is one of the country’s leading ex- 
ponents of safe driving at the 





present time. On his tour this 


race | 


Old Roaring Road Master 


a|Summer, he will visit Plymouth 


| distributors and dealers as a part 


|of the Plymouth Motor Corp.’s 
national campaign for safer driv- 
ing. He will also act as starter or 
referee for automobile races in 
| 26 cities, for his old interest in the 
race track has not been dulled by 
|his newer evangelism for the 
cause of safe driving on the high- 
ways. Oldfield feels that the place 
| for sped is on the race track, not 
the highway. 

If anyone in the world is quali- 
fied to talk about speed and 
| satoty, it is Barney Oldfield. He 
|has been racing all of his life; 
first bicycles, then motorcycles 
and finally automobiles. He won 
the first automobile race he en- 
tered back in 1902, a few hours 
after he learned to drive. He was 


| the first man to operate a car at 


a mile-a-minute speed. 


Coming Events 


SEPTEMBER 


11-21—Cleveland, Ohio. Machine 
Cleveland Auditorium. 
OCTOBER 
3-13—Paris, Francé. French Automobile Show. 
14-18—Louisville, Ky. National Safety Council, 
24th Annual Safety Congress. 
N. J, Commercial 


Tool Show, 


30-31, Nov. !-2—Newark, 
Vehicle Show. 


NOVEMBER 


2-9—Los Angeles. Auto Show. 

2-9—New York City. National Automobile 
Show, Grand Central Palace. 

9-16—Buffalo, N. Y. Buffalo Automotive Trade 
Assn. 84th Annual Show. 

9-16—Newark, N. J. Auto Show. 

9-16—Detroit. Auto Show. 

9-16—Toronto, Can. National Motor Show of 


Canada, under auspices Canadian Na- 
tional Automobile Chamber of Com- 
merce. 


Automobile Dealers’ 
Held in Music 


10-16—Cincinnati, 0. 
Assn. Automobile Show. 
Hall. 


i1-14—Los Angeles. American Petroleum In- 


stitute, 16th Annual Meeting.  Bilt- 
more Hotel. 
11-23—Philadeiphia. Auto Show. 


16-23—Minneapelis, Minn. Northwest Automo- 
bile Show. Armory Bldg. 
18-23—Rochester, N. Y. Auto Show. 


23-28—Columbus, 0. Auto Shew. 
23-30—Chieago. Auto Show. 
23-30—Mentreal, Can. National Motor Show 


of Eastern Canada. 
25-30—Springfield, Mass, Auto Show. Muniei- 
pal Auditorium. 
30-Dec. 6—Kansas City, Mo. 
DECEMBER 
2-8—Seattie, Wash. Auto Show. 
9-13—Atlantic City, N. J. Automotive Servive 
Industries Show. 


Auto Show. 
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Asks Used Car Sales Drive at Time of Fall Shows 


Ponder 


New Show Date Set-Up 


By ME L 


Chicago, Aug. 2. Automobile 
manufacturers and dealers are 
not alone in speculating over the 
possible sales effects of staging 
motor car shows this year in the 
Fall instead of after the dawn of 
the new year. 

Parts manufacturers, judging 
from a talk your correspondent 
had today with an authority in 
that industry, are likewise giving 
much thought to the matter. 

The subject of the interview, 
W. E. Salter, sales manager of 
the Borg-Warner Service Parts | 


9 


Co., discussed the possibilities of | 


the new show date set-up that 
marked the presentation of the 
1936 models. And as he reviewed 
the sales ramifications, he came 
to some definite conclusions. 


Says Drive Needed 


In particular, Salter envisioned | 


the need of an intensive used car 
drive concurrently with and fol- 
lowing the 


1936 new car models in an effort | 


to change the usual seasonal used 
car buying habits and to forestall 
carrying 
the normal Spring selling period 
for such vehicles. 

Whatever the dealer policy may 
be in this regard, he is certain 
that the fortunes of the parts 
replacement business will be vital- 
ly affected this Fall and Winter, 
depending, of course, upon the 
procedure adopted by the car 
manufacturing and dealer. in- 
dustry. 

“The 1936 model cars are to be 
announced between Aug. 1 and 
Nov. 1,” stated Salter. “How is 
this going to affect the replace- 
ment sales of the parts jobbers? 
That is something we should start 
now to analyze and determine the 
answer, if possible. 

“According to statistics given 
us by Automotive Daily News, the | 


peak period in used car sales be- | 


gins, or has begun for the past| 
six years, on April 1, hits the 
maximum in July, and then starts 
tapering off after Sept. 1. 
Calendar Changed 
“Until this 1936 schedule, 
new models have usually been an- 
nounced around the first part of | 
the year, which really means that | 
people have continued to run| 
their old cars through the Fall 
and Winter months, waiting for} 
the next year’s models, 
therefore evidently. had a peak 
registration of older models in| 
use during the last few months of 
the retiring year and the first two 
or three months of the new year. | 
By the same token, we have had | 
a peak registration of new cars| 
from Mar. 1 to July 1 each year.| 
“With the advent of the new} 
car release in the early Fall and} 
the energetic sales effort that will | 
be made by the dealers to start | 
turning the new production, tak-| 
ing a used car off the road prac- 


CONVENIENT LOCATION | 
SUPERB _SEIVICE- 


ADJOINING cCanmraeac ea 


lhe CORONADOZ yea 


INDeLl BLVD. AT SPRING AVE 


SAINT LOUIS 





UNDEN THE DIRECTION OF PRESTON-)-BRADSHAW 


introduction of the} 


over of used cars until | 


and we| 


ADAMS 
tically every time a new car is 
sold, will we now find that we will 
change the peak registration of 
new cars to the late Fall and 
through the Winter months? And, 
if so, what will happen to the 
used cars that are taken out of 
use through the new car sales? 
Will they remain off the road 
until good weather sets 
Spring, or will the man who 
usually buys a used car in the 
Spring and early Summer fall 
| right in step and buy in the late 
Fall and early Winter months? 
“We wonder, and we are afraid 
he may not. Then we in the 
parts business will find 
leaner market the latter part of 
this year and the first part of 
|}next, for replacement parts are 
not sold during a peak new car 
|registration period. More 
placement parts are sold during a 


a much} 


> 


in next} 


| Federal Trade Commission to dis- 


re- | 


| peak period of used car registra- | 


tions.” 

| Sees Xmas Trade 
Giving what he considers the 

most logical solution of the prob- 

lem of used car sales and 


| continued: 


inven- | 
tories this Fall and Winter, Salter | 


“A lot of special sales effort on | 
the part of the used car depart- | 


ments of the new car dealers, and 
on the part of the used car deal- 
ers, may prevent this carry-over 


for a longer period of the used | 


cars removed from’ use 
taken in trade on new cars. 
“Why not some used car sales 
drives on the part of everyone 
handling used cars? A holiday 
used car drive might move many 
thousands off the floors and lots, 
and certainly there should be real 
sales possibilities during the 
Christmas season, getting people 
to buy a family car for a present 
instead of giving each other a lot 





Automotive 
On the Air 





the | 


MONDAY, AUG. 5 
16:45 P.M.—SUN OIL (NBC, 
Thomas 
17:45 P.M.—PIIILCO (Columbia) 
8:00 P.M.—STANDARD OIL 
lumbia), Esso Marke 
Road 
| 8:30 P.M.—FIRESTONE 
Firestone—mixed chorus 
symphonie string orchestra 
P.M.—SINCLAIR (NBC, 
Show with Gene 


Blue), Lowell 

Boake Carter 
N J (Co 

ymbardo 


OF 
present Li 


ters 


(NBC, Red), 


Blue), 
Arnold, 


| 9:00 
Minstrel 
locutor, 


inter 


TUESDAY, AUG. 6 
6:45 P.M.—SUN OIL (NBC, Blue), 
Thomas 
7:45 P.M.—PHILCO (Columbia), 
9: 30 P.M.—FORD (Columbia), 
Pennsylvanians and Colonel 
Budd 
TEXAS (NBC, Red), 
Fire Chief orchestra; 


WEDNESDAY, AUG. 7 
6:45 P.M.—SUN OIL (NBC, Blue), 
Thomas 
7:45 P.M.—PHILCO (Columbia), 


THURSDAY, AUG. 8 
6:45 P.M.—SUN OIL (NBC, Blue), 
Thomas 
7:45 P.M.—PHILCO (Columbia), Boake Carter 
10:00 P.M.—STEWART-WARKNER (Columbia), 
Alemite Half Hour with Heidt’s Brigad 


FRIDAY, AUG. 9 
6:45 P.M.—SUN OIL (NBC 
Thomas 
7:45 P.M.—PHILCO (Columbia) 
8:00 P.M.—CITIES SERVICE 
Cities Service concert—Jessica 
soprano; Cities Service Frank Banta 
and Milton Rettenberg, piano duo: Rx 
tourdon’s orchestra; The Game of the 
baseball talk by Ford Bond 
SOCONY VACUUM (Columbia), 
Sketchbook with Johnny Green's 
Virginia Verrill, singer, and 
Morley. 
10:00 P.M.—STUDEBAKER (Columbia), 
ard Himber and Studebaker Champions 
12:30 P.M.—STUDEBAKER (Columbia) 
ard Himber and Studebaker Champions 
SATURDAY, AUG. 10 
9:00 P.M.—CHEVROLET (NBC, Red), G-Men 
authentic from official Department 
of Justice files, dramatized by Phillips Lord 
9:30 P.M.—SHELL OIL (NBC, Red), The 
Shell Chateau starring Al Jolson; guest 
artists; Victor Young's orchestra 
SUNDAY, AUG. II 
6:30 P.M.—ACME (Columbia), 
MeConnell 
8:30 P.M.—GULF (Columbia), Gulf Headliners 
with James Melton, tenor; Revelers quartet; 
Hallie Stiles, soprano; Pickens Sisters and 
VFrank Tours’ orchestra. 


Lowell 
Boake Carter 
Fred Waring’s 


Stoopnagle & 


Eddy Duchin 
guest singers 


Boake Carter 


Lowell 


ers 


Blue), 


(NBC Red) 


quartet; 
sario 
Week 

Socony 
orchestra; 
Christopher 


Rich 


Rich 


cases 


Smiling Ed 


and his 


Lowell 


Lowell | 
Boake Carter. | 


Dragonette, | 


when | 


Voice of | 
and William Daly's | 


Sinclair | 





I 


of doo-dads for which they would trade mark or label for his prod- | 


uct so as to imply that it is made 
or sold by Mallory Electric Corp., 
of Detroit, it was announced here 
this week in an official statement. 
Rohde, it was stated, is engaged 
in the assembly of parts into a 
unit intended for use in connec- 
tion with the distributor head of 
an automobile, to effect a more 
complete combustion of gasoline. 
The Detroit firm manufactures 
|electrical equipment for automo- 

. biles and, according to the stipu- 
Restrained From Using’ | lation, has acquired a 


‘Mallory’ Trade Name 


Washington, Aug. 2.—Harry R. | 
Rohde, Ne trading as | 


probably spend as much money | 
collectively as it would take to 
get a good used car which they) 
could enjoy for many months. 

“This is an important subject 
'from a number of angles, and I 
hope that everyone interested in 
keeping sales curves on replace- 
ment parts out of the bottom line 
of the page during those long 
Winter months will give it some 
thought.” 


name as a manufacturer. 

Rohde also agrees, the an- 
nouncement states, to stop mak- 
the Mallory Ignition Co., has en-|ing representations to the effect 
tered into a stipulation with the|that his product has been en- 
| dorsed or approved by the Amer- 
continue, in the sale of an auto- | ican Automotive Assn. of Engi- 
mobile accessory, use of the word| neers, or by any other associa- 
“Mallory” as part of or in connec- | tions or societies, when this is not 
tion with his trade name, or as a| true. 


wark, N. J., 


valuable | 


good will and reputation under its | 
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IN THIS 
CORNER 


(Continued from Page 6) 


country driving at high 
stop light from a distance of 2 blocks 
or better just a light—the color 
is not recognizable at that distance, 
This is particularly true in the 
bright sunshine of summer and even 
more vague when wearing sun glas- 
ses. 

Why is. it not possible for a uni- 
form national rule to put either the 
green or the red as the top light 
on the signal, so that drivers can 
know that if the top light is on 
they must act accordingly, whether 
they can discern the actual color 
or not? 

This seems to be something that 
the AAA could get behind —wWilliam 
Cotton, Chicago. 





spe eds a 


is 


CHARLOTTE (N.C.) DEALER OPENS 
UR 
Ue eS 


Hoppe Motor Company Finds Alemite Customers Good Prospects 
for Additional Sales of Tires, Batteries and Service Jobs 


Promoting Alemite Temprite 
Lubrication Proves Profitable 


The new Alemite department of the Hoppe Motor 
Company is only one of thousands that made money 
right from the start. There are good reasons for this: 


Alemite supplies you the finest lubricants that can be 
made—plus modern equipment with which properly 
to lubricate every gear and bearing. And Alemite also 
gives you real, sales-producing, merchandising helps. 
Right now, the nation-wide Alemite radio broadcast 
is pulling motorists in to Alemite dealers for motor oil 
changes. When you display your Alemite signs, they 
come to you. What's more, they keep coming back. 
Why not cash in on Alemite? Why not build up a 
thick file of regular lubrication customers? You'll sell 
them tires, batteries, other services, and you'll have 
the “inside track” when they are in the market for new 


TUNE IN THE ALEMITE BROADCAST! 
Featuring Horace Heidt and his Alemite Brigadiers. 
CBS Coast-to-Coast Network. One-half hour every 
Thursday, 9:00 P. M. E. S. T.; 8:00 C. S. T.; 


7:00 M. T.; 6:00 P. T. 
Tatar i ae LUBRICANTS 


and 
LUBRICATION EQUIPMENT 


tional cost 


cars. We have a complete 
especially designed for car dealers. We'll gladly tell 
you all about it, without obligation to you, if you'll 
write a note on your letterhead to: 


ALEMITE CORPORATION 
(Division of Stewart-Warner Corp'n.) 
1878 Diversey Parkway 
Stewart -Warner -Alemite Corporation, Ltd., 


Handicart—Specialized Gun portable « arrier 
display sign with name 


% Price West of Rockies $105.8 


“Lubrication Profits Plan” 


Chicago, Illinois 
Belleville, Ontario 


NE W—DE LUXE AIR-PRIMED SET 
OF 6 ALEMITE SPECIALIZED GUNS 


™ $ggu 


YOU GET ALL THIS: 


Fibrous Lubricant Gun— 
Air-Primed volume lever 
gun with 3 adapters. 

Chassis Lubricant Gun— 
Air-Primed high-pressure 
lever gun with 3 adapters. 
Fluid Lubricant Gun— 
Air-Primed volume lever 
gun with 3 adapters. 


4 Oil Gun 
sions and differentials, 


with Gooseneck nozzle 
and flexible tubing 

Water 
ounce 
draulic 
adapter 
Oil Gun—Fo 


For 'transmis- 


Gun 
ype 
Pin 


Pump 
Push 
to Type 
r shock ab- 
sorbers and wet clutches, 
with fl le tubing and 
rigid m > 

Two-way 
lightly addi- 


plate optional i 


Uv 


NOW YOU CAN CASH IN ON SPECIALIZED LUBRICATION 
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New Lamps Improve Visibility in Several Plants 


High Intensity Vapor Lamps 


Attract Production Heads 


By HERBERT CHASE, M.E. 


New York, Aug. 2.—Many years of research aimed to | 
bring improved lighting in automotive and other indus- 
trial plants have recently resulted in several important 


installations of a new form 
Installations in automobile 


of high-intensity vapor lamp. 


and body plants in Detroit, | 
Cleveland and other centers have created much interest | 


among production men because of the better seeing con- 


ditions which are realized. 
notice of plant executives, not 
only because of their favorable 
effect on production, but because 
of lowered costs in other direc- 
tions. A first-hand study of the 
results secured makes it apparent 
that similar benefits may be real- 
ized by applications in service 
shops and dealer establishments 
where good seeing conditions are 
just as important as they are in 
manufacturing plants. 


In New Plants 


Specific installations which the | 


writer recently inspected include 
two of the finest and newest as- 
sembly plants in the East, as well 
as several production plants in 
the Detroit and Cleveland areas. 
In one of the newest plants, the 
new form of lighting is employed 
to the practical exclusion of older 
forms. In other instances, the 
new mercury vapor lamp is used 
together with incandescent lamps. 
In still other applications some 
newly-equipped departments have 
the vapor lamp and other depart- 
ments adjacent to them at present 
retain the older form of lighting. 
In the latter particularly, because 
of the direct and simultaneous 
comparison that 
superiority of the new type is par- 
ticularly apparent. - 

One of the most important in- 
Stallations to date is that on the 
assembly line on which bodies for 


the new Packard 120 are put to-| 


gether and prepared for finishing. 
In this case, some of the lights 
are placed along the windows in 
angle reflectors and are often 
used even during daylight hours. 
The conveyor line doubles back in 
this instance and thus forms a 
double row of bodies. Between 
these rows the new lamps are 
placed in horizontal reflectors 
quite close to the ceiling and 
about 14 feet above the floor. 
With this arrangement there is a 


very high intensity of light on the | 


body sides, where it is 
needed, as well as plenty of light 
in body interiors without the use 


of drop lights in the constantly- | 


moving line. The angle reflectors 
are placed about eight feet above 
the floor on 10x15 foot centers 


and the lights in horizontal re-| 


flectors are on the same centers 


but staggered with the angle re-| 


flectors. On other portions of the 
line where older forms of angle 
reflectors are used with incan- 
descent lamps, the latter have to 
be placed about twice as close to- 
gether and still do not give equal 
seeing conditions. 


Angle Reflectors 


In another large installation 
comprising over 800 lamps in the 
new body assembly plant already 
mentioned, nearly all the lamps 
are placed in angle-type reflectors 
about eight feet above the floor 
and on 10 foot centers. They are 
used not only in body assembly 
lines but also on the trim line, the 
painting and wet sanding lines 
and even under the hoods of the 
spray booths. The angle reflectors 
are covered with ground glass 
fronts and, although the workmen 
must face the light in some cases, 
there is no trouble from glare. 
Both interior and exterior sur- 
faces of bodies are so well 
luminated that work 
excellent advantage without any 
drop lights. In addition, all de- 
fects, whether in the metal of the 
body itself, in the painting or in 
the trim, stand out prominently 
and can be corrected as required. 
Colors do not appear the same as 


is possible, the} 


most | 


il- | 
is done to) 


They also are attracting the | 


tee telat co eS 


|in daylight or incandescent light, 
| especially where red shades are 
involved, but differences in shade 
are very easily detected and only 
a very small fraction of the work- 
men are concerned with color in 
|}any case. Where colors must be 
| accurately identified the introduc- 
|tion of a few incandescent units 


|}along with the vapor type at a} 


|few points on the line is all that 
is required. 


Assembly Plants 


tors are used with equally superior 
seeing results. One such plant 
has over 400 of the new lamps. 


There are also several installa- 
tions in machine shops, where 
automotive and other similar 


parts are produced. These include 
the plant of Vickers, Ltd., and 
that of Mackworth G. Rees, Inc., 
in Detroit, which are among the 
newest and best lighted shops to 
be found in any city. 
these cases a very high grade of 
workmanship is required and the 
excellence of the illumination 
found to be a decided asset 
bringing this about. 

Two other important installa- 
|tions are found in shops where 


in 


ment for producing body parts 
|has recently been added. Such 
departments are in high bays, of 
course, and require the use of 
large overhead cranes. As a re- 
sult, lighting must be above the 
cranes some 40 feet above the 
plane where illumination is most 
needed. The floors of these de- 
partments are also filled with pits 
for press foundations and supple- 
mentary piping and equipment, 
some of which is 10 feet below the 
floor level and over 50 feet from 
the light sources. In such appli- 
cations, excellent results have also 
| been secured with the new light. 





| One such installation is in one of 
| the Briggs body plants in Detroit, 
where the new lamps are placed 
;on 16x18 foot centers 42 feet 
|above the floor. These yielded a 
llight intensity of 24 foot-candles 
at the working plane when in- 
stalled and after many months of 
use, during which the lamps 
burned about 3,000 hours and were 
not cleaned, there were still 20 
foot candles in the same plane. 
Although there are 136 lamps in 
this installation and their guar- 
anteed life is 1,500 hours, only 10 
lamps required replacement dur- 
ing 3,000 hours of use. 








In both | 


is | 


new and very large press equip-| 





In chassis assembly plants, both 
angle type and horizontal reflec- | 








New Packard Installation 





View in the body assembly division of the Packard plant where bodies for the new “120” model are 
constructed, Excellent illumination is provided by the new General Electric High-Intensity Mercury 
Vapor Lamp which is used in both and horizontal reflectors. 





Minnesota Trade Group 
Sets Up New Organization 


Minneapolis, Minn. Aug. 2.— 
The Minneapolis Motor Trades 
Assn. has re-organized into the 
Minnesota Automobile Dealers 
Assn. through its board of direc- 
tors. The change is not officially 
effective until voted on by the 
association, but in the meantime 
it is operating under the new 
name. 

The three functions of the asso- 
ciation are: 


Protection of the trade against | 


adverse outside influences. 
Continual activity in attempting 
to promote better trade practice 


| relations beween the members of 


the trade. 

Negotiating with the automo- 
bile manufacturers in an attempt 
to improve the retailers’ profit 
possibilities. 

In order to better protect the 
interests of the trade against ad- 
verse influence the association 
has established a permanent pub- 
lic relations committee headed by 
J. E. Odegard, Elk River. The 
principal work of this committee 
will be to protect the trade 
against adverse legislation, to 
sponsor favorable legislation and 
to conduct negotiations with state 
and federal officials in matters of 
interest to the retailer. 

The president of the association 
has been authorized to appoint 
a dealer relation and fair trade 
practices committee, which com- 









| mittee will deal with all types of 





trade problems which can be con- 
trolled by the retailers themselves. 

The association has also estab- 
lished a factory-dealer relation- 
ship committee headed by Jack 


Finch, of the Finch Chevrolet 
Co. of St. Paul. D. V. Murphy, 
Blue Earth, is vice-chairman. 


Other members are Ray Scheefe, 
Minneapolis; W. M. Seifert, Win- 
ona, and Ed Taylor, Minneappolis. 
Under the direction of this com- 
mittee the association is making 
an intensive survey of various 
trade territories of the state in an 
attempt to discover the number of 
dealers representing each make, 
their sales potential in comparison 
to the spendable income and 
population of the area and other 
pertinent information. 


The purpose of the committee 
to uncover information regarding 
situations which can be controlled 
by the manufacturers and to 
make public their findings. 
Friendly negotiations will be en- 
tered into with the manufactur- 
ers’ representatives in an attempt 
to correct the situation. 

In order that the association 
may have funds with which to 
carry out the program as outlined 
a new scale of dues has been set 
up which ranges from $12 to $100 
a dealer. Every dealer in the 
state of Minnesota is being con- 
tacted through a force of field 
men, the new program explained 
and an invitation extended to sup- 
port the program financially. 


Plymouth Sales 
Exceed 250,000 
For 30 Weeks 


Detroit, Aug. 2.—More than a 
quarter-million new Plymouth 
cars were sold at retail during 
the first 30 weeks this year, H. G. 
Moock, vice-president of the 
Plymouth Motor Co., said today. 


Moock said that the Plymouth 
sales for the period from Jan. 1, 
through July 27, totaled .250,083 
units. This was more cars than 
Plymouth registered during all of 
1933 and was 29.2 per cent above 
Plymouth sales in the same 30- 
week period last year. 


“Plymouth sales this year show 
steady, consistent gains over all 
previous years,” he said. “Our 
dealers have delivered an average 
of 8,336 new Plymouths per week 
to date this year, compared with 
a weekly average of 6,451 units 
in the corresponding length of 
time a year ago. 


“Weekly retail sales have ex- 
ceeded the 10,000 mark four times 
this year and have been over 9,000 
units on ten different occasions. 
Plymouth’s weekly sales have not 
fallen below the 8,000 mark since 
March 16.” 


The executive said that Plym- 
outh retail sales during the four 
weeks from June 9, through July 
27, totaled 35,196 units, against 
33,817 units in the same period of 
1984. 
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other car on the road is it safer 
to make a short, quick swing 


around or a longer, more gradual 
one—and why? 


Answer: By making a gradual 
swing out in passing another car 
you can be sure that the road 
ahead and behind is clear. You 
also have your car under better 
control than in whipping it around 
the car you are passing. Short 
swings out invite accidents. If 
there isn’t room to pull out gradu- 
ally you are safer to stay in line 
until enough space is available. 


Question No. 6: How can you 
signal a driver ahead that you 
want to pass when he fails to 
hear your horn? 


Answer: If the driver ahead is 
unable to hear your horn or fails 
to notice it, you can often attract 
his attention by flashing your 
bright lights on and off. This 
works in the daytime as well as 
at night. 


Question No. 7: If you have to 
slow down at a railroad track 
what is the safest gear to use in 
crossing? 

Answer: There is no real safety 
substitute for the plan of coming 
to a full stop at any railroad 
crossing, taking two good looks 
both ways, and then getting across 
as quickly as possible. But if the 
tracks are running along level 
ground and the view is unob- 
structed for a reasonable distance, 
you may not wish to come to a 
full stop. In that case the safest 
thing to do is shift into second 
gear, which means that you will 
have a sudden burst of speed at 
your command if you should need 
it without danger of stalling your 
motor. 

Question No. 8: On slippery, icy 
roads your rear wheels suddenly 
start skidding. What is the way 
to bring the car out of a skid? 

Answer: When you start to 
skid the thing not to do is throw 
out your clutch and shove on the 
brakes. There is no surer way to 
lose control of your car and slide 
into trouble. Instead, keep the 
car in gear and turn the steering 
wheel in the same direction as the 
skid. In other words, if you are 
skidding to the right, turn the 
wheel sharply to the right. If it’s 
a left-hand skid, turn the wheel 
to the left. This helps to offset 
the forces that are trying to whirl 
the rear end of the car around 
and you can quickly regain 
control. 

Question No. 9: What is a good 
rule for telling what gear to use 
when going down a steep hill? 

Answer: Generally speaking 
you should for safety shift to the 
same gear for going down a steep 
hill as you would to climb it. In 
other words, if a hill is steep 
enough to call for a climb in first 
gear you will be far better off to | 
use the same gear on the down- | 
ward run. In no case should you | 
throw out the clutch or shift to 
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neutral and depend upon your) 
brakes only in going down a steep | 
hill. 

Question No. 10: When is a | 
safe time to shift in climbing a} 
steep grade? 

Answer: Even though your car 
may be able to go the rest of the 
way up in high, you are safer to 
shift to second the minute 
speedometer shows a speed of less 
than 20 miles per hour. That 
protects you against any chance 
of stalling your motor and having 
your car even partially out of 
control on a hill. 

Question No. 11: On a paved 
highway if your right wheels 
leave the pavement, what is the 
safest way to get them back on 
the road? 

Answer: It is always safest to 
swing back onto the pavement 
gradually, letting the tires climb 

back along a 
path almost par- 
allel to the edge. 


@ 


the | 





Short swings 
especially at 
higher speeds— 
invite trouble. 
Question No. 
12; In night 
driving where is 
the safest place 
to look when 
passing an on- 
coming car? 
Answer: The 
great danger of 
course in pass- 
ing cars at night 
is that of becoming blinded by 
oncoming lights. This danger is 
greatest just at the moment when 
you are actually passing the other 
ear. Experienced drivers avoid 
this by keeping their eyes on the 
right-hand edge of the road dur- 
ing the actual time of passing. 
This gives protection against 
slipping off the road and against 
being momentarily blinded as can 
happen when the driver looks di- 
rectly into the lights of the other 
car. 

Question No. 13: When is it 
safe to pass another car on a hill? 

Answer: Never. 

Question No. 14: Is it always 
safer to travel at 25 to 35 miles an 
hour rather than at higher 
speeds? 

Answer: It is not always true 
that speeds of 25 to 35 miles an 
hour—or even less—are the safest. 
Driving speeds, particularly on 
main traveled highways outside 
the city limits, should be regu- 
lated to the average speed of the 
traffic so that you do not cause 
drivers behind you to constantly 
swing out and pass. One of the 
greatest menaces to safe driving 
on busy roads is the slow moving 
car. When you want to go “just 
for a ride” at slow speeds it is 
safer and infinitely more enjoy- 
able to choose the lesser traveled 
byways rather than the main 
highways. 

Question No. 15: How quickly 
should you be able to stop in an 
emergency? 

Answer: Police regulations call 
for a loaded car with five adult 
passengers being able to come tol 
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Pusithas Wins F oreign Honors 


The Pontiac Straight Eight which 
the 


won first prize in the Concours d’Elegance at Barcelona, Spain heads 


procession of cars past the grandstand. 





a stop from a speed of 20 m.p.h. 
in 18 feet; 40 m.p.h. in 71 feet; 50 
m.p.h. in 111 feet. Hudson-Terra- 
plane averages for the same 
speeds are shown as 10 feet 8 
inches; 40 feet 1 inch and 67 feet 
4 inches. In an emergency you 
want to be able to stop in the 
least possible distance. 


It is felt by officials of the 
Hudson company that the inspec- 
tion of all cars on the road, fol- 
lowed by adjustments which the 
inspections may reveal as neces- 
sary to put all cars into a safe 
operating condition, and coupled 
with a review of the fundamentals 
of safe driving will result in a 
sharp reduction in accidents. It 
was with this objective in view 
that the national safety month 
was launched by the company at 
considerable expense. 

Advertising in newspapers, 
magazines, billboards and on the 
radio will be directed toward urg- 
ing car owners to take advantage 
of this service. Hudson dealers 
have made arrangements to con- 
duct these tests along scientific 
lines which will remove any ele- 
ment of guess work. Special ar- 
rangements have also been made 
to correct any errors in adjust- 
ment which the inspections re- 
veal, but owners are not obligated 
to have such adjustments or re- 
pairs made in the Hudson dealer- 
ships. 

Police records prove that sound 
safety education, coupled with a 
practical means for correcting 
mechanical maladjustments have 
a strong bearing on reducing ac- 
cidents, these officials claim. The 
Hudson campaign is designed to 
supply both of these. 


Forty Million Sale 


Chicago, Aug. 2.—Purchase of the 


NADA Reveals 
. } 
First Dealer 
. 

Survey Figures 

(Continued from Page 18) 
which contribute to this deplor- 
able situation. Both these con- 
ditions are solely within the con- 
trol of the factories, and they 
must correct the situation before 
the retailing of automobiles will 
be a business in which there will 
be any insurance of profit com- 
mensurate with risk and effort. 

“Dealers who study these fig- 
ures carefully and compare them 
with their own operations will be 
quick to realize that volume alone 
means nothing. Compelled by the 
very nature of the business to 
make practically three sales with 
only one profit, from the new 
car, it is obvious that the out- 
come under present conditions 
offers very little opportunity to 
earn a reasonable return. 

“It requires no analysis of these 
figures to illustrate how short- 
sighted it is for dealers to con- 
tinue squandering their new car 
gross margin on used cars. The 
margin is too slim to warrant 
giving away any portion of it to 
the public. Every item of mer- 
chandise handled by any mer- 
chant—whether it be peanuts or 
automobiles, new or used, costs 
a definite sum, To disregard this 
fundamental can result only in 
eventual dissipation of invest- 
ment, because business cannot be 
run without profit. Self interest 
and preservation of capital should 
be sufficient to cause dealers to 
discontinue the giving away of 
the only money from which they 
can expect to earn a fair profit 


| the new car gross margin. 


properties and operating equipment | 


of the Yount-Lee Oil Co. of Beau- 
mont, Tex., for a cash consideration | 
of approximately $42,000,000 by the 
Stanolind Oil and Gas Co. was an- 
nounced today by Edward G. Seu- 
bert, president of Stanolind Oil Co. 
of Indiana, of which Stanolind is a 
produci ing subsidis ary. 
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“NADA is doing everything 
within its power to cause manu- 
facturers to recognize the impos- 


| sibility of dealers continuing in- 
| definitely to operate under these 


#9 208 


conditions, and to place into effect 
immediately such measures as 
will bring about their correction.’ 
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Air Brake Co. Starts In 
Production on Light Unit 


Pittsburgh, Pa., Aug. 2.—Bendix- 
Westinghouse Automotive Air 
Brake Co. of this city today began 
production on a new, low cost 
air brake equipment designed es- 
pecially for use in connection with 
lighter commercial motor carriers 
such as Ford, Dodge and Chev- 
rolet. 

The low cost is said to elimi- 
nate, for the first time, a price 
barrier which heretofore handi- 
capped the general use of air 
brakes on lighter commercial 
vehicles. 


Although new in a sense, this 
air brake for lighter commercial 
vehicles has undergone a severe 
test both in the laboratory and 
in numerous cross-country runs 
during the past year and a half. 
These tests have been attended 
by engineers and representatives 
of manufacturers of commercial 
vehicles and fleet operators. 


P.- 


Buffalo, 


A. Wins Prize 


N.. ¥.,. Aue. 2 
Arrow has been awarded the first 
grand honor prize at the interna- 
tional contest sponsored by the Uni- 
versal Exposition in Brussels. The 
Pierce-Arrow was singled out from 
116 entrants. 


.—Pierce- 


Take a leaf from the book of travel- 
wise folks. Stop at the Book- 
Cadillac, right in the heart of town 
Detroit’s largest 
rious hotel. 1,200 luxuriously 
comfortable rooms, al] with baths. 
Food to tickle palate and purse 
in the four smart restaurants. 
Rates from only $3 a dz 
$5.00 and up for two. 
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25 Firms Show 
47% Increase 
In Net Income 


By C. J. ALEXANDER 


New York, Aug. 2.—The market 
steadied the last few minutes of 
trading Thursday, after selling 
otf sharply in the last hour. The 
reaction, although more severe 
than any witnessed in July, failed 
to erase gains made in many mo- 
tor shares earlier this week. Buy- 
ing on better earnings reports by 
Studebaker, Packard, Hudson, 
and news of Nash, Hupp, and 
Auburn, was pronounced in the 
first four days trading. General 
Motors and Studebaker made new 
highs successively during this 
period, while Chrysler twice pene- 
trated into new high ground. 
Studebaker lead the motor group 
in active trading for the four 
days, with General Motors, Pack- 
ard and Chrysler in good demand. 
Auburn and Nash showed the 
largest gains for the week, and 
Studebaker, Mack, made _ con- 
siderable headway toward higher 
prices. Tire and accessory stocks 
generally pointed upward. 


5-Year Record 


Earnings of the automobile in- 
dustry in the second quarter and 
the first six months of this year 
exceeded expectations and gener- 
ally speaking were the best since 
the like period of 1930. They 
came close to being better even 
than in 1930 but, of course, still 
were well below 1929. 


The first 25 automotive com- 
panies to report showed a net 
income in the aggregate of $70,- 
548,000 for the second quarter, as 
against $47,912,000 in the like pe- 
riod of last year, an increase of 
47 per cent. For the first half 
year, these same companies had 
an aggregate net income of $118,- 
221,000, comparing with $79,840,- 
000 in the like 1934 period, an 
increase of 48 per cent. 


Although earnings in the second 
quarter did not show a gain over 
a year ago quite as large as the 
increase in the first three months, 
the showing was much better than 
had been anticipated at the begin- 
ning of the later period, It had 
been expected in some quarters 
that the second quarter net even 
might not show an increase over 
1934. 


Companies Report 


Six passenger car and truck 
companies reported for the sec- 
ond quarter a combined net in- 
come of $62,994,000, as against 
$42,471,000 in the like 1934 period, 
an increase of 48.4 per cent. This 
group of companies, which in- 
cludes General Motors, had a net 
income in the aggregate of $102,- 
099,000 for the first six months, 
comparing with $69,587,000 a year 
ago, a gain of 46.8 per cent. In 
this group the second quarter 
gain was better than the first. 


Excluding General Motors, the 
car and truck companies that 
have reported had a net income 
in the second quarter of $10,775,- 
000, as against $2,204,000 a year 
ago, Both Chrysler and Packard 
contributed importantiy to this 
large increase over a year ago. 
Chrysler’s net was more than 
doubled and Packard had a net 
income of $1,551,000, as against 
a deficit of $1,711,000 a year ago. 


For the first six months, the 
net of this group, without General 
Motors, was $18,369,000, as against 
$2,740,000 a year ago. Again Chrys- 
ler’s net was more than doubled 
and Packard had a profit of $290,- 
000, comparing with a loss of 
$2,587,000 a year ago. 


Nineteen parts and accessory 
corporations had a net income in 
the second quarter of $7,554,000, 
in the aggregate, comparing with 
$5,441,000 a year ago, an increase 
of 39 per cent. For the first 
six months, the net of this group 
amounted to $16,128,000, as against 
$10,253,000 a year ago, up 57.5 per 


AUTOMOTIVE DAILY NEWS, SATURDAY, AUGUST 3, 1935 


Motor Karnings for Ist Half Best Since 1930 


cent. As will be seen from these 
figures, the gain for the second 
quarter was considerably smaller 
than that for the first. 


Muskegon Motor Specialties Co. 
has declared a dividend of 25 
cents a share on its class A stock 
on account of accumulations. It 
is payable Aug. 10 to stock of 
record Aug. 5. 


Murray Reports 


Detroit, Aug. 2—Murray Corp. of 
America reports for the first six 
months net profit of $1,202,621, after 
charges, Federal taxes and subsidi- 
ary preferred dividends, equal to 
$1.56 on 768,732 common shares, 
against profit of $280,771, 
alter charges but before Federal 
taxes and subsidiary preferred di- 
vidends in the first half of 1934. 
June quarter net profit, on the same 
basis and determined by deducting 
first quarter profit from that for 
six months, was $674,630, equal to 88 
cents a share, against profit of 
$52,161 in the second quarter last 
year. 


Motor Wheel Earnings 


Detroit, Aug. 2. — Motor Wheel 
Corp. in the first six months had a 
net profit of $505,377, equal to 59 
cents on 850,000 shares, against 
$608,901 or 72 cents a share in the 
first half of 1934. June quarter net 
profit, determined by deducting first 
quarter from six months total, was 
$247,253 or 29 cents a share, against 
$339,729 or 40 cents in the second 
quarter of 1934. Current assets as 
of June 30, including $1,282,164 cash, 
totaled $3,638,940 and current liabili- 
ties were $489,999, compared with 
$525,751 cash, current assets of $4,- 
119,239 and current liabilities of 
$1,379,416 a year previous. 


Yellow Truck 


Pontiac, Mich., Aug. 2.—Yellow 
Truck & Coach Mfg. Co. in the first 
six months had net profit of $192,- 
343, equal to $1.28 on 150,000 shares 
of 7 per cent cumulative preferred 
stock on which there is an accumu- 
lation of unpaid dividends, against 
$272,394 or $1.81 a share on the 
preferred in the first half of 1934. 
June quarter net profit was $432,311, 
equal after quarterly preferred divi- 
dend requirements to 8 cents on the 
combined 1,300,000 shares of class B 
and 800,000 shares of common stock, 
against net profit of $265,079 or 
$1.76 a preferred share in the June 
quarter last year. 





Last Minute Wall Street Wire 


From C, J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, Aug. 2.—Today’s 


market was highly irregular 


with profit-taking on recent speculative favorites, al- 
though sales shrunk on price recessions. Motor issues 
appeared selectively well taken on the decline and ab- 
sorption of General Motors was attributed to anticipation 
of a 50-cent quarterly dividend on Monday. 


Studebaker Corp. to 


Show 3rd Quarter Loss 


Chicago, Aug. 2.— Studebaker 
Corp. is likely to show a larger 
net loss in the current quarter, 
ending Sept. 30, than that of 
$119,511 reported for the three 
months ended June 30, even 
though the company’s retail de- 
liveries in the first 10 days of 
July were about six per cent 
ahead of the same period in June, 
according tc Paul G. Hoffman, 
president. Hoffman stated that 
volume in the current’ three 
months is normally lower than in 
the second quarter, and in addi- 
tion retooling expense in connec- 
tion with new models will fall 
earlier this year than usual. 


Studebaker was in the black 
from Mar. 9 (date of which re- 
ceivership was terminated) to 
about June 1, according to Hoff- 
man, but June turned sufficiently 
unprofitable to leave the company 
with a net loss for the period 
from Mar. 9 to June 30 of $87,837. 
Indicated net profit for period 
from Mar. 9 to Mar. 31 was $31,- 
673. 


Second quarter showing about 
bears out earlier estimates that 
the company can nearly break 
even on a volume of around 5,000 
cars a month. Company’s ship- 
ments for the period from Mar. 9 
to June 30, aggregated 20,417 
units. 


Comm. Credit Common 


Earns $2.61 for Half 
Baltimore, Md., Aug. 1.— The 
consolidated semi-annual report 
of Commercial Credit Co. just is- 
sued shows net income from op- 
erations after charging off or pro- 
viding reserves for all losses and 
doubtful items, Federal and other 
taxes, and credited to earned sur- 
plus for the six months ended 
June 30, 1935, of $3,345,266.25, 
compared with $2,379,567.33 for 
the same period of 1934. 

After payment of regular divi- 
dends of $727,077.74 on all issues 
of the old preferred stocks (in- 
cluding Commercial Credit Trust), 
outstanding during the period but 
since retired and after deducting 
$3,563.89 income on minority com- 
mon shares of subsidiaries, there 
remained $2,614,624.62, or $2.61 per 
share, applicable to the average 
number of shares of common 
stock outstanding upon which 
dividends were paid during the 
six months’ period of 1935, com- 
pared with $1,649,847.02, or $1.72 
per share for the same period of 
1934. 


A. O. Smith Dividend 


Milwaukee, Wis., Aug. 2.—The A. 
O. Smith Corp. has ordered the reg- 
ular quarterly dividend of $1.75 on 
its preferred stock, payable Aug. 15 
to stock of record Aug. 1. There 
are 5,590 shares outstanding. 


Nash Distributor 
Seattle, Wash., Aug. 2.—Lamping 
Motors, Inc., have been appointed 
distributors for the Nash and La- 
Fayette line. 
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NEW YORK 


Allis Chalmers Mfg. 
American C. & F 
American Chain 
American Woolen 
Auburn Auto (2) 
Bendix Aviation 


» Co. &. G. 
Budd Wheel Co. 


Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R 
General Elec. (60c) 
General Motors 
Glidden 


Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns- Manville 
Kelly-Spring. Tire 


Libbey-Owens-Ford Glass 





Low 
1935 


Last Sale High 
Aug. 2 July 26 | 1935 
26% 
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| 5% 32 
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5% 3%, 
47 
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12% 
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Nash 


Last Sale 
Aug. 2 July 26 


Ludlum Steel 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 


Pacific Mills 

Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Sparks- Withington 
Spicer Mfg. 


Stewart-Warner 


4, Studebaker 


5% 
18% 
50% 
61% 
467 
174%, 
65%, 
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Union Car. 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M 
Yellow Truck 


Thermoid Co. 
Thompson Products 
Timken Roller Bear. 


& Carb. 


Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bastian Blessing 


Bendix 


Aviation 


Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 


DETROIT 


Bower Roller Bearing 
Hall Lamp Co. 
Parker Rust Proof 
Timken-Detroit 
Warner Aircraft Corp. 


$560,977 Profit 
For Six Months 
Made by Hudson 


(Continued from Page 1) 


ing $6,000,000 received from the 
sale of notes. Total working 
capital on June 30 was $10,610,- 
000, with $9,475,000 in cash. 

“The improvement in Hudson’s 
earnings for the first six months,” 
said Barit, “was accompanied by 
a substantial increase in retail 
sales of Hudson and Terraplane 
cars. Retail sales in the United 
States and Canada for the first 
half of the year totaled 45,681 
units—the best sales record for 
this period since 1930, comparing 
with 37,554 units for the first six 
months of 1934. At the same time 
stocks of cars in dealers’ hands 
at the end of June were reduced 
by over 40 per cent as compared 
with the same date a year ago. 

“The sales volume, which gained 
momentum throughout the second 
quarter, reaching its peak in the 
last week of June, has continued 
at an exceptionally good rate into 
July. Retail sales, not including 
export, for the first three weeks 
of July were 4,629 cars, the best 
showing for this period since 
1929. 

“The company’s progress has 
not been limited to domestic busi- 
ness. Hudson and Terraplane’s 
position abroad has become more 
solidly entrenched.” 

Since the introduction of its 
1935 cars, the Hudson Motor Car 
Co. announces that more than 
1,000 dealers have joined its or- 
ganization. Retail outlets through- 
out the world now exceed 4,500, 
the greatest number since 1930. 


C.L.T. 6-Month Profits 
Set New High Record 


New York, Aug. 2.—Commercial 
Investment Trust Corp. in its re- 
port to stockholders for the six 
months ended June 30 shows con- 
solidated net profits available for 
dividends of $7,256,517 compared 
with $5,100,215 in the first half of 
1934. According to the report the 
volume of receivables acquired 
totaled $539,324,877 compared with 
$437,789,307 in the corresponding 
period last year. The results es- 
tablish a new high record for any 
six month period. 

After dividends on the out- 
standing serial preference stock, 
1929 series, there remained avail- 
able for dividends on the com- 
mon stock $6,891,188, equivalent to 
$2.93 per share on 2,353,292 shares 
outstanding in the hands of the 
public at June 30, 1935. This 
compares with $4,679,734, equiva- 
lent to $2.52 per share on 1,860,234 
shares outstanding in the hands 
of the public at June 30, 1934, 
prior to a 25 per cent common 
stock dividend paid in common 
stock on Oct. 1 last year. 


Checker Cab Reopens 


Plant at Kalamazoo 
Kalamazoo, Mich., Aug. 2.—Re- 
sumption of full operations within 
two weeks on a thousand car 
order from Yellow Cab Co. at 
Chicago, was announced Wednes- 
day by J. H. Tuttle, vice-president 
of the Checker Cab Mfg. Co. Be- 
tween 400 and 500 men will be at 
work within two weeks, it was 
said. The order will keep the 
plant busy at least until Dec. 1. 
Operations were suspended in 
February, 1934. 


Edward G. Budd 1 Mfg. Co. 


Asks Approval of Loan 

Philadelphia, Aug. 2.—The Ed- 
ward G. Budd Mfg. Co. is asking 
its stockholders to approve a 
$5,000,000 loan under Section 13B 
of the Federal Reserve Bank. The 
management said additional work- 
ing capital is needed because “we 
believe that we are facing a pe- 
riod of business improvement and 
we have booked for next year an 
increased volume of automobile 
body business.” 
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th Dimension 


The News of Automotive Advertising 


By 


History 
The announcement in the 


GERRY SCHURMAN 


Pink ADN Wednesday that 


the Cadillac - LaSalle advertising account had been 


awarded to MacManus, John 


& Adams, Detroit, brings to 


mind the story of Cadillac’s advertising history. 
Although the account will be under the personal super- 

vision of James R. Adams, vice-president of the agency, 

it will have the intimate counsel of Theodore F. Mac- 


Manus, who personally directed it for 16 years. 
Back in 1914, MacManus wrote@——————_—_—_—_—_—_—_—_—_"___"—_—_—_- 


the still-famous “Penalty of Lead- | 
ership” advertisement. He first | 
handled the account more than 25 | 
years ago and was the company’s 
first advertising counsel. 


Third Dimension 


We were talking the other day 
with E. H. Burdick, president of 
the Diorama Corp. of America, 
Chicago, and learned a lot about 
this new method of pictorial ad- 
vertising, using three dimensions. 

There’s quite an art to building 
the dioramas, and the work of 
skilled technicians is needed. The 
foreground of the models are 
completely rounded forms. These 
merge into silhouette in the back- 
ground and finally into painting. 
It is often difficult to see just 
where the molded scenery leaves 
off and the painted background 
begins. 

The workshop is said to re- 
semble a cross between backstage 
at a theatre and a toy factory, 
with artists, carpenters, metal 
workers, miniature workers, and 
even architects working on the 
displays. Sizes range from several 
inches in length up to life-sized 
reproductions. 

Plaster and permanent wax 
form the body of the scenes and 
range of subject is unlimited. Re- 


IN CLEVELAND 


When next you visit 
Cleveland come to 
the New Carter Hotel. 
A warm welcome 
awaits you— prompt, 
courteous service and 
delicious food at 
reasonable prices. 
Six eal lane, 
comfortable outside 
rooms each with pri- 
vate bath and circu- 
lating ice water. Ex- 
ceptional facilities for 
conventions and sales 
meetings. Person- 
alized management. 


CARTER 


In the Heart of Cleveland 


WILLIAM T. CRUSE 
Manager 





production is faithful, employing 
many times, the services of a staff 
of research workers when photo- 
graphic or other definite descrip- 
tive material is not available. 


Among the automotive com- 
panies included in the list of dio- 
rama users are Ford, General 
Motors and Firestone. 


Harasser 


National Motor Bearing Co. 
continues to harass busy business 
men with puzzles that tend to 
disrupt the entire office force. 
The last one, about an engineer, a 
fireman and a brakeman, stumped 
us for a while, but after enlisting 
half the office we solved it. Now 
we’re waiting for a chance to be 
the life of the party if we don’t 
forget the answer in the mean- 
time. 


Build-up 


LaFayette has started a huge 
campaign to introduce its new 
1936 models. More than _ 1,000 
newspapers will be used in United 
States and Canada. Magazine 
space in August will include a 
back color page in The American 
Weekly, four-page displays in Sat- 
urday Evening Post and Collier’s 
and a double page display to fol- 
low in each. 


Heavy 

During June Ford Motor Co. 
spent $143,000 for radio network 
time. Listed as another heavy 
user of radio time, Shell Petro- 
leum used up $51,350 worth. 


Meeting 

Pontiac Motor Co. will conduct 
its regular August dealer advertis- 
ing meeting Aug. 7 at the Recess 
Club in the Fisher Bldg., Detroit. 


Fifteen dealers are slated to 
attend from many parts of the 
country, including Lawr,ence, 
Mass.; New York City; Ports- 
mouth, Va.; Atlantic City; Bir- 
mingham, Ala.; Watertown, N. Y.; 
Anderson, Ind.; Greenwood, 
Miss.; St. Louis, Mo.; Muskogee, 
Okla.; Minneapolis; San Angeles, 
Tex.; Denver; and Los Angeles. 

The morning meeting will be 
conducted by F. A. Berend, Pon- 
tiac advertising manager, and W. 
A. P. John, vice-president of Mac- 
Manus, John and Adams, Inc., ad- 
vertising agents. 

During the afternoon session, 
H. J. Klingler, president and gen- 
eral manager, and A. W. L. Gilpin, 
vice-president and general sales 
manager, will be heard. 


Program 


Packard Motor Car Co. will use 
78 stations of the Columbia net- 
work to feature Lawrence Tibbett. 
The program will begin Sept. 17 
and will be heard from 8:30 to 
9:00 p.m., EDST, every Tuesday. 
Young and Rubicam is the agency 
in charge. 


Moved 


John P., St. Clair has been trans- 
ferred from the Chicago office of 
The American Weekly to Detroit. 
He has been associated with the 
publication for the past two years 
and was formerly automotive ad- 
vertising manager of the Chicago 
Herald & Examiner, .. . William 
Ogg (Bill) Fitzgerald, ADN’s 
mighty poet of the pen, has taken 
offices in the Morris Press Bldg. 
in Detroit. 





Virginia Motorists Pay 


$57.17 Average Taxes 
Richmond, Va., Aug 2 (UTPS). 
—Motor vehicle operators in Vir- 
ginia paid an average of $57.17 
per vehicle in taxes during 1934, 
according to an announment by 
K. A. Kyhn, secretary of the Vir- 
ginia Petroleum Industries com- 
mittee, after reviewing a study of 
automotive taxation by states just 
completed by the American Pe- 
troleum Industries committee. 
The study showed that the av- 
erage vehicle in Virginia paid 
$33.37 in state gasoline taxes, $8.14 
in Federal gasoline taxes, $12.96 
in license fees and $2.70 in tire, 
tube and other government excise 
taxes. 


‘—a word in 
edgewise” 


6 


(Continued from Page 6) 
12.6 miles at 60 and only 8.6 at 
80! Maybe that will make some 
of the “gimme-a-gallon-of-gas” 
boys slow down on the highways 


and thus stop less often at the 
filling stations. 


+ * + 


WE DOFF OUR HATS this 
week to Hudson who accepted our 
challenge of some weeks ago that 
the manufacturers should do 
something about safety. Hudson 
during the month of August, as 
you will see on another page in 
this issue, is making a very prac- 
tical proposal to all car owners, 
irrespective of make of car, to go 
to any Hudson dealer and get a 
complete safety check-up free of 
any cost or obligation. This idea, 
it seems to me, ought to be con- 
tagious, and it probably will be, 
if it succeeds, not only in making 
the cars examined safer, but in- 
cidentally, in giving dealers some 
extra service business, and the 
factory some additional car sales. 
In any event, it is a long step in 
the right direction and we pass 
this week’s safety orchids to the 
gentlemen at Hudson who cre- 
ated and are promoting this 
worthy project.—G.M:S. 


25,000 Turn Out to View 


Indiana Soap Box Race 

Indianapolis, Ind. Aug. 2.—A 
crowd estimated at 25,000 persons 
turned out to witness the second 
annual running of the Soap Box 
Derby here, sponsored by the 
Indianapolis Star and Chevrolet 
Motor Co. 

The winner, taking home a new 
Chevrolet automobile offered as 
first prize, was Earl Sullivan, 12- 
year-old lad from Markleville, a 
small town between here and 
Muncie. He will go to Akron, O., 
Aug. 11, to compete in the na- 
tional championship. 

Raymond Kern of Mooresville, 
a town southwest of here, racing 
in his home-made “turret top” 
creation, finished third. Last 
year’s “knee action” car with 
which Raymond won here and 
raced at Dayton, O., in the finals, 
was entered by a younger boy of 
the Kern family but failed to 
reach the championship heat. 

More than 300 cars took part 
in the two-day racing program. 


---ADN has the 


highest percentage 


of RENEWAL 
SUBSCRIPTIONS of 


any automotive trade 


paper 
¢ 


This is even more 


impressive when you 
recall that ADN sells 
for $6 per year--- 


and has no “‘free list.”’ 
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CHAS. E. BONFIELD 
BONFIELD MOTOR CO., 
MICHIGAN CITY, IND. 


writes — 


safety of these outstanding products, which make our 
selling job easier. 

“The possibilities with this franchise are tremen- 
dous, for, with Dodge and Plymouth, we blanket the 
whole field. 

“And with the wonderful line of Dodge trucks, we 
cover virtually the entire truck market. The beauty of 
it is that it gives us extra profits the year round with- 


“ANALYZING our steady growth with Dodge and 
Plymouth, we realize more and more the advantages 


this franchise gives us,” says Mr. Bonfield. 
“The fine standing of Dodge and Plymouth with the out extra overhead. 
buying public is a strong sales factor. It seems that “How could any dealer help but make more money with 


everybody recognizes the dependability, economy and a franchise like Dodge and Plymouth?” 


For details about this Triple Franchise, write today to A. vanDerZee, Gen- 
eral Sales Manager, Dodge Division— Chrysler Motors, Detroit, Michigan 


ODGE 40 PLYMOUTH GARS - DODGE TRUGKS + Franchi 





